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H E G EN E R A L C A B 


The General Cable policy of distribu- 
tion through recognized wholesalers, 
supported by planned promotional 
activities, is a tradition which reflects 
our intimate appreciation of the whole- 


salers’ role in the electrical industry. 


wing cities: 
Cincinnati, Cleveland, Dallas, 
Kansa City Mo.), 
Pitt burgh, Rome 
Seattle, Wa hington 
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LOOKING 


INTO THE NEWS 


BEHOLD 
OUR PIONEERS—Elecirical wholesalers at Hot 
Springs this month will glorify their pioneers. This 
homage is due. They started a great business, 
grounded on a vital service to electrical progress. 
Elsewhere in this issue, we present our tribute, 


a “Gallery of Pioneers,” pictures and short sketches 


of these men who organized the early distribution 
It draws back the curtains 
And there we are face 


of electrical supplies. 
that enfold old memories. 
to face with so many old friends. There will be 


fine hand shaking at The Homestead—like old times. 


* 


OUR TWO 

WORLD’S FAIRS—lIf the two World’s Fairs— 
west and east—had been designed especially to help 
electrical men, they couldn’t be sweeter. For every- 
body comes away more than ever conscious that 
the magic of electricity is the quickening impulse 
of modern life. 

Modern light, power, heat, control, telephones, 
radio, television, automobiles, aircraft, ships, eleva- 
tors, factories—everything almost that makes our 
world today would stop were electricity denied. 
And all our customers are seeing. 


FACTS TO 

SELL WIRING—Somebody surveyed 300,000 homes 
looking for their pet peeves. “Lack of closet space” 
scored first, then “too few convenience outlets.” It 
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shows that John and Mary are waking up in this 
regard. But they have not really started worrying 
about fuse trouble. They just fuse heavier. 

Find out how many trouble calls your power 
company makes due to fuse blows. In Detroit it 
was 306,000 last year. Tell all the electrical contrac- 
tors—the builders. Here is something to help sell 

better wiring. 

* 
WHAT WE 
SOLD ’EM—Our annual survey of what they 
bought from the electrical wholesalers of the coun- 
try shows a 26 per cent drop for 1938. Part of it 
was reduced volume, part lower prices. But the 
bad news beat the statistics. Everybody knows it 
in effect and has wiped the slate. 

Government data on all wholesaling for all indus- 
tries shows similar declines everywhere except in 
“amusement and sporting goods.” But “electrical 
goods” and “machinery equipment and supplies” 
showed the largest drop and both the same. 

Indications are that our recovery this year will 
be equally spirited. Despite Muscle-in-ey and Der 
Fury, buying is bigger—business better. 


* 


SELF RISING 

FLATIRONS—When the women got self rising flour 
that was sumpin. But now look-it! Proctor has 
an electric flatiron that rears up when you push a 


(Continued on page 12) 
































TRIANGLE 


HAS EVERYTHING : 





Hot Dip Galvanized Rigid Conduit 
Hot Dip Galvanized EMT 

Hot Dip Galvanized Armored Cable 
“Triex’non-metallic Sheathed Cable | 














Service Entrance Cable 


e Reproduced from 
Electrical Contracting 
& Electrical West 









































TRIANGLE PRODUCTS REWARD BUYERS! 


DALLLAL 


Horace Harding and Queens Bivds. 


TRIANGLE CONDUIT & CABLE COMPANY, INC. a oe daa aie ate 
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in OLD HOMES 
is A BIG JOB! 


et the FUSTAT 


Adequate wiring means— more circuits installed 


The Fustat prevents permanent overloading of the circuit. ° 
Once the correct size has been installed it cannot be replaced 
with a larger size and bridging it in any way is virtually im- 
possible. If additional circuits are needed the user cannot 
sidestep the issue at the sacrifice of safety. 





Adequate wiring means— more satisfactory operation 
of appliances 


The Fustat prevents low voltage conditions that so frequently cause dissatis- 
faction with toasters, percolators and other appliances — because the Fustat 
keeps users from loading circuit beyond the proper capacity of the copper. 


WHAT IS THE FUSTAT? 
It is a fuse to which a thermal cutout is 
added. 

It protects like a fuse against short-circuits 
— even high resistance shorts such as occur 
in flexible cords. 

It protects against permanent overloads, 
even when as light as 25%. 

Yet it will not blow on motor 
starting carrents of washing ma- 
chines or other appliances. 

It has a base that guards 
against anyone robbing the cir- 
cuit of protection. 

It fits Edison base fuse- 
holders through the use of an 
inexpensive adapter. 


Adequate wiring means— more outlets per circuit 


The Fustat permits adding a maximum number of outlets to the circuit. 
Its long time-lag keeps it from blowing needlessly on motor-starting currents — 
yet it prevents the wiring from being loaded beyond the capacity of the Fustat. 
Hence, adding any number of extra outlets is a perfectly safe practice. 


Adequate wiring means— more appliances in use 


The Fustat permits adding more appliances to a circuit. It doesn’t blow on 
motor-starting currents or other harmless overloads. The circuit can be loaded 
to approved capacity without needless blows — and without sacrifice of safety. 





Adequate wiring means— more consumer good will 


The Fustat helps sell the electrical way of doing things — for it generally 
permits users to add new appliances without being annoyed by needless blows... 
it assures proper operation of appliances because low-voltage cannot be caused 
by overloading . . . it reduces chances of users being frightened by shorted cords 
burning up, for the quick action of the Fustat on dangerous cord shorts — pre- 
vents spraying of metal, starting of fires, burning of users. . . it helps teach user 
that the protective device is a desirable safeguard instead of a nuisance . . . thus 
it assists the whole industry to build towards bigger business and better times. 


The Fustat helps bring Adequate Wiring more quickly — so 
it’s just good business to sell, install and use Fustats 


A 


; ae BUSSMANN MFG. CO., University at Jefferson, St. Louis, Mo 
fot oe? JEFFERSON ELECTRIC COMPANY, Bellwood, III 
AY \y oe eae? KIRKMAN ENGINEERING CORP., 121 Sixth Ave., New York City Retail 
\ oe wre NATIONAL ELECTRIC PRODUCTS CORP., Fulton Bldg., Pittsburgh, P. etails at 7’/2c 
7 wr a* UNION INSULATING CO., 27 Park Place, New York City 15 to 30 amp. size: 
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button and stands on its heel and never has to be 
lifted or tilted or set on a brick. Then press down 
and she glides. 

Step by step we add the styling and the comfort. 
More and more the salesman gets away from costs 
and kilowatts and talks romance and luxury. And 
that’s what people want to buy. 


* 


NEW STEP 
FOR STERILAMPS—lhe sterilamp stops mold, 
prevents decay, kills germs on glasses. Now they 
are introducing it in domestic refrigerators—a plug- 
in device that consumes 2% kwh a month, with 
almost no heat. 
And there we go again—something better to sell. 
And there’s a broad industrial market in packing 
houses, bakeries and such. Have you looked it over? 


* 


TO LIFT THE 
SPIRIT UP—The longshoreman’s life has never 
had a strong appeal to most of us. But on Pier 30, 
For they have 
hooked up to the dinner and dance music service that 
New York restaurants use. 
The boss believes that a heavy bag of coffee will 


Brooklyn, it’s worth considering. 


tote easier to the “Rhapsody in Blue.” Now how 
about a station to broadcast continuous soul stirring 
music for salesmen’s cars—songs like “Hallelujah!” 


you know or perhaps “Funicula.” 


* 


INFRA RED 
FAST DRYIN G— hey are using infra red rays now 
for paint drying in the automobile industry. It 
drys the paint or lacquer fast before a lot of heat is 
absorbed by the steel. It saves kilowatts—no end— 
and time. 
Just another thing to know—something more to 
Where could it 
Then get the dope and tell ’em. 


sell. Better size up your district. 
be used? 


* 


FIND THE 
400th TUBE—Speaking of television, they say it 

will take 648 electronic tubes to put a picture on the 
And 
if any one of some 400 of these tubes should fail— 
blotto! 


air from the new G. E. station now building. 
The picture will quit and there you'll be 
sitting in the corner with nothing to do till the 
studio crew tests the last tube! 

Here is just one more proof that this life of an 
electrical man is becoming far too complex. If 
this keeps on, and the WPA gets a little more social 
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standing, why should an engineering graduate | 
embarrassed by any such work? 


* 


CHAIN STORE 

PROBLEM SOLVED—!i all the books writte 
about chain stores were in one stack, nobody’ 
read ’em. It would be just as well, because Premic 

Duplessis of Quebec has just said it all in thes 

few words— 

“The reason for the existence of chain stores 1 
because consumers permit them to exist by patron 
izing them.” 

So he decided not to punish the public by laying 
additional taxes on chain stores. 
are, as Caesar used to say. 


And there you 


* 


THESE EMPTY 

BELFRIES— American churches have silent steeples. 
Old world churches have belfries that chime the 
hours and ring out hymns before each service, or at 
vespers. It is a memory every traveler cherishes. 

Now comes the sound specialist with 21 chimes 

played from the organ console, through an amplifier. 
Here is the effect of a real carillon at small cost 
available to any church. There is a market for at 
least one in every city and large town, and every 
college chapel can be sold. 


* 


GOD SAVE 

THE KIN G '—Hot news! 
gold plated electric razor placed in the C.P.R. train 
which Britain’s King and Queen will use during 
their visit to Canada and America. No other toilet 


Somebody has stolen the 


accessory was touched. 
save His 
Eithe: 


King George should have a real gold razor or h« 


We hope they never find it. God 


Majesty from all such plated hospitality. 


should call his valet and be de-whiskered in the 
good old fashioned way. But you've got to admit 
these electric razors are popular—when they steal 


‘em from the king at such a time! 
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Take, for example, the COMMODORE. Molded 
from Plaskon, this Wakefield unit was the first 
molded indirect lighting fixture in the field. And 
t is still the leader, because Wakefield keeps 
constantly improving it ... extending its useful- 
ness and its saleability, through new sizes, new 
colors and new lighting performance in 1939. 

Incidentally, are YOU benefiting fully from the 

; Commodore Demonstrator... the easy way to sell 
} better light? Many wholesalers’ salesmen tell us 
} that it is the handiest outfit they’ve ever had... 


seield tighting products: DISTRIBUTED THROUGH WHOLESALERS 
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WAKEFIELD . . . pioneer in lighting ideas .. . 


is still pioneering to give you fast-selling lighting specialties 















wv. WAKEFIELD * 


959 SALESWOOD PARK, VERMILION, OHIO 








These 
COMMODORES 


are ‘‘tops”’ today 


and the easiest to carry ... and boy, does it line 
up “live” prospects! 

In addition to the Commodore, Wakefield offers 
a variety of other lighting ideas . . . fast-selling 
items which are helping many a wholesaler’s sales- 
man get more lighting business, NOW! If you’d 


like to know more about them, clip 
this coupon for a free copy of the 
new Wakefield 1939 Catalog... 





The F. W. Wakefield Brass Co., 
959 Saleswood Park, Vermilion, O. 


Please send me a copy of your new 1939 Catalogue- 
Wakefield “Red Spot” Lighting Specialties 


Name 
Firm 
Street 


City State 
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You've been on the road so long, Bonzo didn't recognize you, dear.” 
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PIONEERING 


Sut Pays 


There lies the open field for better profits from both specialty and staple lines. 


6 gs coming Pioneer Reunion at 
the NEWA Hot Springs Con- 
vention throws the spotlight on the 
men who ran our industry’s affairs 
twenty-five years ago. <A goodly 
company they were. Many are still 
active in the business. 

We all join heartily in wishing 
them well. We say they’re “great 
guys’, these pioneer wholesalers. 

But in honoring our early day 
leaders, there is a tendency to think 
of the period in which they strug- 
vled to establish their industry as a 
ime when things were entirely dif- 
erent. We think of them as of an- 
ther era, that they lived in great 
lays when wonders were accomp- 
ished. We wish we had such op- 
ortunities today. We say—*“Times 
lave changed. Pioneering days are 
vone forever.” 

Sut raise this issue at Hot 
Springs, and hear these veterans 
rv—‘“Not so!” For there is just as 
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much place for pioneering today as 
there ever was—pioneering in both 
thought and action. Actually we 
are still on the electrical frontier, 
and there is plenty of land to clear, 
plenty of Indians to fight. It is a 


different kind of a frontier, that’s all. 


And yet it still has most of the old 
characteristics. For what was it 
that the said pioneers really did? 


The Pioneer Function 

First, they set up distribution for 
electrical products geographically. 
They were the local dealers who 
bought from many manufacturers, 
assembled local stocks, and helped 
contractors, retailers and factories 
with their buying. 

Second, they introduced new ma- 
terials, apparatus, illuminants and 
appliances to their communities. 
They serviced these new products. 

Third, they provided sales staffs, 
local warehouses, and active promo- 


tion. They assumed responsibility 
for credit and collection, and left 
their manufacturers free to concen- 
trate on development and fabrica- 
tion. 

These functions were performed 
by the pioneer wholesalers, and they 
are functions which are just as vital 
today as they were then. Moreover, 
where the pioneer wholesalers’ cus- 
tomers used dozens of electrical 
items, our customers use hundreds. 
And who but the wholesaler with 
adequate local stocks can furnish 
this diversity of equipment today, 
promptly, economically and cor- 
rectly ; as and when needed? 

Some may think the old time 
wholesalers had easy selling because 
they were in a new field, bringing 
the wonders of electric light, heat 
and power to a waiting world. But 
that was not the reason they made 
a good living at wholesaling, and 
still found time to build and organ 









And if the new- 
ness of their products was the an- 
swer, we have the same opportunity 
today, multiplied many times. We 
have for sale more unknown, new 
and different materials, appliances 
and types of equipment than they 
ever dreamed of. All are waiting 
for us to develop markets and to 
perfect technique for their distri- 
bution. 


ize an industry. 


New Things To Sell 


Fluorescent lighting needs pio- 
neering. It’s so new that even the 
manufacturers who make the tubes, 
and those who build fixtures, hesi- 
tate to predict how far it will go 
toward revolutionizing the light- 
ing industry. It is ours to intro- 
duce and to sell. The lamps are 
distributed under our lamp con- 
tracts. And the fixture makers are 
looking to us for the development 
of their markets. It is our job to 
study these fluorescents, learn 
everything there is to know about 
them, and introduce them to con- 
tractors, dealers, and industrial cus- 
tomers. 


New Thinking 


Motors and control need pioneer 
ing. Here are two related lines that 
call for pioneer thinking and selling 
on the part of wholesalers. They 
are not new lines, but they have 
been largely neglected by whole- 
salers. And what if they are tech- 
nical products? They are so stand- 
ardized and so catalogued that their 
sale requires only the same brand 
of specialization and study that 
makes a wholesaler’s salesman suc- 
cessful with other technical prod- 
ucts in our line. The trouble is, 
wholesalers generally have been 
afraid of power apparatus because 
they thought it was too shrouded 
in engineering for them to tackle. 
Those few who have had the nerve 
to go after it have found out, and 
profited. 


New Fields To Sell 


Attic and other ventilating fans 
need pioneering. For these fields 
have been scarcely touched by elec- 
trical wholesalers. Ventilation was 
long thought to be something that 
could be sold only by the use of 
funny looking charts. But the fan 
manufacturers have removed the 
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mystery, and simplified the methods 
of figuring fan capacities. Now any 
alert jobber’s salesman can sell these 
modern necessities. But it takes 
some pioneer planning, and the 
development of new customers and 
sales outlets. 

Communication and __ signalling 
systems need pioneering. But they 
offer big rewards for pioneer sell- 
ing. And so it is with motor driven 
tools, and a dozen other lines that 
have been neglected by electrical 
Yet each of these will 
produce business and profits for 
the modern pioneer who studies 


wholesalers. 


their possibilities, and then matches 
his customer’s needs to the prod- 
ucts he has to sell. 


New Selling 


Moreover, modern pioneering 
with staple lines is just as important 
today as it ever was. But here our 
pioneering is not in terms of prod- 
uct. The products are known. The 
opportunity lies in the direction of 
better management, better selling, 
better service to customers. And 
because these staples are more neg- 
lected by salesmen than are the 
specialties, this opportunity is deep 
as a well and wide as a church 
door. 


In a word, pioneering still pays— 
because this electrical wholesaling 


business cannot succeed without 
pioneering. And this will remain 
true as long as men continue to 
invent new applications of electric- 
ity, and manufacturers to produce 
them. And it will remain true as 
long as there are any buyers who 
do not understand the use or value 


of any of our regular specialty an: 
staple lines. 

Many wholesalers have becom: 
volume conscious, and seem to hav: 
lost sight of the profit motive 
Here’s a field for some forthrigh 
pioneering; for constructive think 
ing that determines what busines: 
we should try for, and what should 
be left alone. Our industry’s pio 
neers, as a rule, carried only one 
line of each product. They worked 
closely with its maker. And they 
confined their operations to the ter- 
ritory and line of customers they 
could best serve, at a profit. The 
volume fetish has changed all that. 
Most wholesalers now carry two or 
three duplicate lines of every prod- 
uct, and compete on a price basis 
for what is specified. In too many 
cases brand loyalty is dead and 
price loyalty is feeble. 


The Modern Creed 


The modern pioneer can correct 
these conditions and there are many 
things to do: 

1. Carry a single line and demand 
from its manufacturer full help 
and support. 

Sell only to those customers who 

can be served at a reasonable 

cost. 

Through closer contacts and bet 

ter selling, re-educate the cus 

tomer to buy more efficiently, and 
save the high cost of small orders 

Minimize collection losses by the 

sound selection of customers and 

prospects. 

Reduce the cost of duplicate cov 

erage and the expense of sending 

salesmen to unprofitable locali- 
ties by better analyzing terri- 
tories. 

It all boils down to this—The old 
timer pioneered a new industry. We 
must pioneer new ideas, new prod 
ucts, new markets. We must pio 
neer in our thinking and in our 
methods. And if we do, then as 
long as there are new products 
to sell and new ways to sell them, 
the electrical wholesaling industry 
can retain its place in the sun. It 
will continue to be the indispensable 
outlet for the electrical manufac- 
turer, and the indispensable sup- 
plier of electrical goods to the con- 
tractor, the dealer and the industrial 
buyer. 
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Sh Kerr SOLD A "FIRST" 


He did it by first selecting his prospect and then laying out a good job. 





Ed Kerr and the fluorescent demon- 
strator with which he shares credit for 
selling this fine installation. 


HEN E. M. Kerr, lighting spe- 
Wi cialis and engineer-salesman 
ior General Electric Supply, Port- 
land, Oregon, sees a new product, 
he does something about it. Last 
iall, when the new fluorescent lamps 
were being put in here and there for 
decorative lighting and commercial 
tasks, Ed knew that soon they would 
be tried for general illumination. 
\nd he thought that it might as well 
be in Portland. But let him tell it. 

“To sell a ‘first’ intrigues me as 

does most salesmen,” says Ed. 
“The new form of lighting had been 
\dvertised a lot to the public in con- 
nection with the world’s fairs and 
felt that a really progressive mer 
hant would listen. Because here, 
fore the opening of the fairs, he 
vould have the opportunity to beat 
le gun, so to speak, if he put in the 
iew system. Fred Meyer, who runs 
string of grocery and candy stores, 

that kind of a merchant, and I 
hose him for my prospect. I did 
iot go to him first, however. 

“L. E. Reeves is his superintend- 
nt of electrical construction and 
naintenance. ‘Lee’ is not one to 
ump with his eyes shut, but we 
alked things over and he agreed 


By Henry W. Young 


that the system had great possibili 
ties, and he would be glad to see it 
tried out. Fortunately for me, the 
store on Yamhill had an extensive 
remodeling program on at the time. 
One innovation was to be a consoli 
dated candy, wines and tobacco de 
partment. We settled on this as the 
place for the trial installation, and 
I worked up the plans. In this new 
department the ceilings are very 
low, a situation not so easily handled 
with the ordinary lighting unit. 

“Everything was figured out, in 
cluding number of units required, 
wattage, foot candles and costs. The 
cost of the installation would be be- 
tween $500 and $600, as against 
approximately $300 for an adequate 
installation of the ordinary type. | 
was now ready to make my appoint- 
ment with Mr. Meyer. 


Figured First—Then Sold 


“Armed with my plans and fig- 
ures, and with the elaborate demon- 
stration set, I met him in his office. 
With the aid of the demonstrator I 
first explained the principle of ,oper- 
ation of the lamp. 

“He was much interested in the 
demonstration, as he was in the 
plan and figures. Cost of installa- 
tion was higher than with standard 
lamps, but not the current consump- 
tion per foot candle. The system 


The cool daylight quality light 


would give him daylight rather than 
colors, which appealed to him for 
the new department. Diffusion was 
another factor, and light intensity 
They were getting about 30 to 35 
foot candles in other parts of the 
store, yet this new lighting, twice 
as intense, would have no glaring 
effect, or strain the eyes of the 
shoppers. 

“These were the regular argu- 
ments. But, of course, one powertul 
factor in the whole thing was that 
he would have the first installation. 


The Clincher 


“This did not get me the order, 
however. I was asked to show the 
possibilities of fluorescent lighting 
to Mrs. Meyer. She is a thorough- 
going executive type of business 
woman, whose judgment is respected 
and followed in every phase of the 
business. And this new consolidated 
department was her idea, and under 
her supervision. What surprised 
her and commended the system most 
was the power of the light. She said 
that it was almost unbelievable that 
the tubes could give out so much 
light and this high foot candle in- 
tensity be hardly noticeable to the 
eye. Her approval clinched the sale. 

“Tt wasn’t such a big order, but 
it gave me a lot of pleasure and per- 
sonal satisfaction. It was a ‘first’ in 
my territory. And the forerunner 
of many more once this new fluores- 
cent lighting gets rolling.” 


from the fluorescents shows off 


cigars, liquors and candy to the best advantage, and makes sales. 

































Wire and Cable 

Incandescent Lamps 

Conduit 

Outside Construction Materials 
Refrigerators 

Radio 

Ranges and Water Heaters 
Heating Appliances 

Wiring Devices 


Industrial and Commercial Lighting 
Safety Switches and Panel Boards 
Conduit Fittings, Boxes Ete. 
Motors and Control 

Residential Lighting Equipment 
Fans 

Washing and Ironing Machines 
Switchboards and Accessories 
Counter Merchandise 

Telephones and Signal Equip. 
Vacuum Cleaners 

Other Motor Driven Appliances 
Fuses 

Electric Clocks 

Ventilating and Air Conditioning 
Other Commercial Equipment 
Tools 

Other Industrial Equipment 
Miscellaneous 

Trains and Toys 


COMPARATIVE 


SALES VOLUME 
OF 


PRINCIPAL LINES 


SOLD BY 
Electrical Wholesalers 


IN 1938 
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Heres What 
You Sold 


E 


LECTRICAL wholesalers’ dollar volume of sales was 26 per 
cent less in 1938 than in 1937. Last year their salesmen 


sold $389,000,000 worth of electrical products. The following 


figures represent the business of all full-line electrical whole- 


salers, but do not include specialty distributors’ and non-electri- 
cal wholesalers’ sales. 





in 1938 








A—CONSTRUCTION AND MAINTENANCE MATERIALS 


(SUPPLIES) 


Conduit: All types, rigid and flexible, 
metallic and non metallic, metal sur 
face raceways, concealed ducts. 





Conduit Fittings, Boxes, Accessories: 
All boxes, bodies and covers, armored 
cable fittings, locknuts, bushings, box 
hangers. 





Fuses: All types, plug, enclosed cart- 
ridge and renewable. 


Outside Construction Material: Poles, 
crossarms, hardware, transformers, in- 
sulators, arresters, potheads and 
cable bells. 


Safety Switches and Panelboards: En- 
trance, meter and safety switches, 
panel-boards and cabinets (except 
power panels). 


Tools: Contractor’s, lineman’s, wire- 
man’s and portable electric tools. 


Wire and Cable: Armored cable, all 

types insulated § and un-insulated 
wires and cables, including lead 
covered. 


Wiring Devices: All types of sockets, 
receptacles, lighting switches, con- 
venience outlets, plugs, caps and face 
plates. 





Miscellaneous: Including rubber and 
friction tape, insulating compounds, 
paints, porcelain knobs, tubes and 
cleats, lamp guards, solder and com- 
pounds. 





Industrial and Commercial Lighting: 
Commercial glassware and “fixtures, 
flood-lights, reflectors, street lighting 
fixtures, traffic signals. 





Motors and Control: A.c. and D.C. 
motors all sizes, motor starters and 
controllers, drives, bases, pulleys, 
generators and motor-generator sets. 


B—EQUIPMENT AND APPARATUS 





Switchboards and Accessories: Switch 
and power panels, circuit breakers, 
disconnecting and knife switches, bus 
bar and supports, meters, instru- 
ments, relays, instrument transform- 
ers, 





Signalling Equipment and Telephones: 
Annunciators, bells, buzzers, gongs, 
push buttons, bell transformers, 
alarm and call systems, burglar and 
fire alarms, interphones and telephone 
apparatus, 


25,950,740 (1938) 
34,307,850 (1937) 
25% decrease 





14,749,900 (1938) 
19,436,580 (1937) 
24% decrease 
5,004,620 (1938) 
6,411,920 (1937) 
22% decrease 
24,975,370 (1938) 
28,542,910 (1937) 
13% decrease 





14,763,360 (1938) 
20,212,320 (1937) 
27% decrease 


2,123,630 (1938) 
2,320,870 (1937) 
13% decrease 


53,415,650 (1938) 
72,876,840 (1937) 
27% decrease 
15,370,860 (1938) 
20,567,810 (1937) 
25% decrease 


9,819,000 (1938) 
12,722,100 (1937) 
23% decrease 


$15,311,230 (1938) 
19,893,290 (1937) 
23% decrease 


11,005,980 (1938) 
14.847,470 (1937) 


26% decrease 


8,375,340 (1938) 
12,555,760 (1937) 
33% decrease 


7,003,160 (1938) 
9,824,730 (1937) 
20% decrease 


Counter Merchandise: 


| Trains and Toys: Electric trains and 


Ventilation and Air Conditioning: ven- 
tilating fans and blowers, air condi- 
tioning, attic fans, and unit heaters. 


3,014,710 (1938) 
3,967,490 (1937) 
24% decrease 











Industrial Equipment: Electric welding 
apparatus, electric furnaces, electric 
ovens, heating units and other in- 
dustrial equipment. 


1,335,130 (1938) 
1,617,640 (1937) 
18% decrease 





Commercial Equipment: Commercial 

cooking equipment, food grinders, 
slicers, mixers, refrigerators and com- 
mercial laundry equipment. 


2,853,640 (1938) 
2,903,640 (1937) 
2% decrease 








C—RESALE MERCHANDISE (SPECIALTIES) 











1 Including bat- $7,228,540 (1938) 
teries, flash lights, Xmas tree outfits, 9,531,920 (1937) 
etc. 24% decrease 





Electric Clocks: All types and sizes. 3,046,010 (1938) 
4,146,810 (1937) 
26% decrease 





Fans: Desk and bracket, ceiling, col- 


9,540,130 (1938) 
umn and kitchen exhaust fans. 


14,749,270 (1937) 
35% decrease 





Heating Appliances: Roasters, cookers, 
heaters and radiators, pads, hotplates, 
table stoves, grills, irons, percolators, 
toasters, etc. 


16,647,340 (1938) 
19,669,610 (1937) 
15% decrease 


Incandescent Lamps: Large and minia- 


37,234,210 (1938) 
ture, including lumiline and fluorescent, 


47,901,850 (1937) 
22% decrease 





Radio: Receiving sets, record players, 23,065,230 (1938) 
tubes, loud speakers, accessories and 36,696,300 (1937) 
parts. 37% decrease 











Ranges and Water Heaters: Domestic 
electric ranges afid electric water 
heaters. 


21,669,570 (1938) 
30,991,600 (1937) 
30% decrease 








Refrigerators: Domestic. 23,394,090 (1938) 
40,430,900 (1937) 


42% decrease 








Residential Lighting Equipment: Fix- 
tures, portable and sun lamps. 


10,557,820 (1938) 
13,918,100 (1937) 
24% decrease 


632,000 (1938) 
799,090 (1937) 


accessories, other electric toys. 
21% decrease 





Vacuum Cleaners: Standard size and 5,708,290 (1938) 
hand vacuum types. 6,961,420 (1937) 
18% decrease 





9,092,360 (1938) 
13,165,200 (1937) 
31% decrease 


Washers and Ironers: Domestic clothes 
washers, ironers, and clothes dryers. 





5,300,120 (1938) 
6,375,640 (1937) 
16% decrease 


Other Motor Driven Appliances: Mix- 
ers, juicers, coffee grinders, beaters, 
floor polishers, dishwashers, and 


garbage disposal units. 
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The trend of sales for electrical product groups sold 983 1934 
through electrical wholesalers. These charts give 
the background for the 1937 and 1938 volume statis- 


tics presented on page 21. First quarter figures for 
1939 and prospects for the rest of this year indicate 


that these curves will again slope upward. 
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OUR PRESSING NEED 


By 
Earl Whitehorne 


24 


OST men are like the justly celebrated doodlesocker bird. 
Or, is it the Patagonian jujupecker? 1 mean the one that 
flles backward, because its mind is on its memories. 

This bird seems silly to us. It is silly. And yet it is so hard 
to look ahead. Therefore, few people do it in any systematic way. 
They talk about the future. They guess. They argue over what 
will happen. But almost always it is pure opinion—not grounded 
on related facts that justify prediction. It is the same with 
electrical wholesalers. 


OWN at Hot Springs, the old Pioneers are gathering soon 

with the younger men who operate our industry today. They 
will make big smoke about the old days. But listen! Before we 
smile and say—‘‘How times have changed’”—we better stop. That’s 
what our children say. And times don’t change the basic elements 
of human nature on which all selling rests. ‘Time just resets the 
scene for the next act. The play goes on. 

It would be well if all these younger men would have in mind 
that this happy Pioneer Party is not just a social diversion. Here 
come the men who built this industry of ours. They have the right 
to ask us what we are doing with it. ‘They have a wealth of 
knowledge to impart that can be used in flying forward. 


E have been fortunate—we wholesalers. We have inherited 

a great business, rich and ready built. Our job is to maintain 
it and to carry it forward ’till still younger fellows come. But 
meanwhile, we might leave as our contribution another priceless 
heritage. 

The great need of the moment is for facts, organized current 
statistical knowledge on all commodities, all localities and all 
classes of customers. Here would be a firm base for our planning. 
And this business is too big today, too intricate, to rely longer on 
the short experience of individuals alone. We need massed facts 
to measure with, to use as building stones. And they are ours if 
we will gather them. 

No finer tribute could be paid to the Pioneers on this occasion 
than to launch such a program. Here is a rare opportunity to 
memorialize this Pioneer Reunion with a new pioneer project 
that will further advance the torch, faces to the front. 
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Gyan 
Dave Dobkin and the usherettes—Rose Rabin, Triangle Electric; Along stag line were Art Hearl of Paranite Wire, Ray Mons of 


Ruth Schoenbeck, C. E. W. A; Harriet Kobus, Dobkin Electric; Jo Benjamin Electric and Manufacturing and John J. Prehler of Prehler 
Peterbok, G. E. Supply. Brothers. 


hicaga 4 


On the evening of March 
22nd, several hundred Chi- 
cago wholesalers, manufac- 
turers and their ladies gath- 
ered at the Terrace Casino of 
the Morrison Hotel for the 
Fourth Annual Midwinter 
Frolics sponsored by the loca! 
wholesalers. 


Vincent Lonergan of Utility Electric, eee, Wholesalers’ ladies, Mrs. John Brook and 
flanked by George Kampmeier and L. R. : a Mrs. Leonard Cohn of Triangle Electric 
Jorgensen of Goodrich. OF ec i‘ > and Mrs. Charles Weicensang of Hyland. 


Eyes front by John R. Olsen, Oliver Iron: On hand for the party—Mr. & Mrs. B. H. One of Chicago’s finest—Benjamin P. 
Charles A. Felker, Daniel Woodhead Co. Liberman of Illuminating Electric. George of the Credit Association. 


Four members of the Revere Electric delegation—R. A. Tellisch, Smiles by Sam Weiner, Steem Electric Iron; Lou Wittenberg, Efen- 
R. P, Kaen, Harold Fraunhofer and C. W. Schuelke. gee; W. G. Larsen, Glass Coffee Brewer; Sam Kaplan, Kaplan Elec. 


a 








He Sells 


96 PHONE SYSTEM 


How one full-line salesman played the 


modern pioneer, and would not quit. 


F* \NK Reynolds, Graybar’s gen- 
eral line salesman who travels 
Madison, Wisconsin, has 
just sold a 96 station Webster Elec- 
tric Company Teletalk and paging 
system. That’s news. But the story 
behind the sale is something else. 
It’s made up of inspiration and hard 
work. 


out of 


Everybody was sure that the new 
Nurses’ Home for the Madison 
General Hospital was going to be 
outstandingly modern. It was a city 
job, with a fine architect, amply 
financed by PWA money. So why 
shouldn’t it be the last word elec- 
trically, and in every other way? 
And Frank Reynolds felt he had a 
good chance to get some good orders 
for panels and switchboards. 

But Frank isn’t a boy who plays 
percentages and sits around ‘till the 
























job is advertised and placed with the 
lowest bidder. He had an idea there 
was something to be sold in this 
new hospital, and proceeded to find 
out what. And there was. Ninety- 
six nurses’ rooms were to be hooked 





By A. B. Conklin, Jr. 





up to a phone system; so the desk 
could reach all or any one of them. 
There was his oyster, and he 
sharpened up his opener. 

Now Reynolds has a_ friendly 
contractor in Madison,—Bradford, 
of the Bradford Electric Company, 
who looked as though he might be 
in the running for the electrical 
work. They talked things over and 
agreed that the sound system would 


be nice in the wiring contract. 


An Idea Is Sold 


The first job was to see everyone 
interested, and sell the idea of pag- 
ing systems in general, and Tele- 
talk in particular. Reynolds called 
on the architect, the members of 
the hospital Board of Control, city 
officials and PWA representatives, 
not for haphazard conversations or 
to make “contacts,” but to drive 
home vital arguments, such as:— 


1. Webster equipment enables the of- 
fice to contact instantly any room, and 
vice versa. The master station is ar- 
ranged to handle confidential conversa- 
tions. If the operator leaves the master 
switchboard temporarily, an _ indicator 
shows what stations have called. Sound 
comes through clearly and distinctly. 

2. A paging system’s primary  pur- 
pose is to provide convenient rapid con- 


New style, streamlined intercommunicat- 
ing systems open sales possibilities for 
modern pioneers. Contrast this 96 line 
master station and receiver with some 
material still in use. 








Frank Reynolds, modern pioneer 


tact between the office and every room, 
eliminating messengers, or raucous loud 
speakers. ; 

3. The system enhances _ security. 
Warnings of fire, or other general 
alarms can be instantly transmitted to 
all occupants. 

4. The paging system should be in- 
stalled while the building is going up— 
not after completion. To do so insures 
a better job at less expense. 

This selling done, the next move 

. . ®, . 
was the builders. Frank and his 
contractor thought invitations to 
bid would come out calling for some 
specified make of system, “‘or equal.” 
3ut they didn’t. The electrical in- 
quiry called for the contractor to 
bid on the wiring alone with an 
alternate to cover the installation of 
a certain interphone system. 

Reynolds right then might have 
folded up, said, “Too bad,” and 
written a fine lost-business report. 
Instead he set to work again, re- 
doubled his selling, put on demon- 
strations with the help of a factory 
engineer, and got his approved. 


Final Push Gets Order 


His contractor played ball, all 
the way, and put in his bid as they 
had first intended. When the smoke 
cleared away, Bradford’s bid was 
low on the combined job, including 
sound, though a little high on the 
wiring alone. So he got the order. 

All of which proves there’s still 
pioneer selling to do in this indus- 
try of ours. And often, as in this 
case, it’s best done by the regular 
salesman on the job, who has his 
customers, his friends, and his 
knowledge of local conditions to 
help him. But he must also have 
enough pioneer spirit in him to sell 
old things in new ways. Or maybe 
to sell new things by following old 
and proven ways that have worked 
and paid bonuses ever since there 
have been salesmen. 
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r would be fun to show the 
| pam catalog of an electrical 
vholesale house to one of the early 
jioneer salesmen. He would grab 
is trusty squirrel gun and 
‘ight out and shoot the printer. 

For these Indian fighters of the 
electrical industry started with a 
ean line. First it was wood box 
ells, push buttons and annunciator 
wire, carbon cylinders, battery 
zincs and salamoniac. Electric door- 
ells were all the rage, outrunning 
telegraph supplies for volume. Then 
came the telephone. 

And then came Tom Edison with 
his carbon filament lamp. What 

furor he created! To make ’em 
work he had to develop sockets, 
switches, rosettes, fuse blocks and 
Rubber insulated wire had 
to be devised. Everybody wanted 
the new incandescent lighting. No- 
body knew anything about it or 
how to hook it up. Edison Light 
Companies sprung up here and 
there over the land, financed by 
electrical manufacturers. Bell hang- 
ers became electricians over night 
and they wanted equipment and 
thev needed help. 

This was no job for individual 
manufacturers’ salesmen. These 
electricians and central station men 
lid not want to buy piecemeal. 
Chey had to have everything at 
nce. So the wholesalers’ selling 
ian waxed his mustache, put on 
his iron hat, loaded his trunk with 
amples and took to the road. 


hop 


fuses. 


Strenuous Selling 


You could not sell from_pictures 
iose days. A customer had to 
ok at the rosette himself and hold 
in his hand and see just how to 
ttach the wires. He wanted to 
it a split knob together and squint 
irough a long porcelain tube. He 
ad to be convinced that these new 
ingled do-funnies would really 
ork. And that called for selling 
and selling was hard work. Those 
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The Lay Pioneers 


THEIR CONTRIBUTION 





A few reflections on a bit of scattered history 


By 


Earl Whitehorne 


early drummers did not know the 
comfort of a sleeping car. They 
drove a horse and buggy down the 
rough dirt lanes and slept in ho- 
tels, where they fought the rats 
for the soap. But they carried the 
gospel. 

Carbon lamps were shipped in 
barrels of 250, priced at 75 cents, 
all 16 candle power in the begin- 
ning. Wood rosettes were 50 cents, 
and sockets 75. The first Pass & 
Seymour catalog carried a discount 
sheet written with pen and ink and 
very confidential. Four types of 
lamp bases were available—Thom- 
son-Houston, Westinghouse, Brush- 


Swan and Edison. Each manu- 
facturer had his own ideas and 
made his stuff that way. 
The Association Idea 
It all began about 1883 and 


slowly grew as more people realized 
that this new hifalutin electric light 
was safe and practical. So as the 
90’s came, carbon lamps were run- 
ning gas lights out of homes, stores, 
offices and factories. And selling 
electric supplies was no longer talk- 
ing up cigar lighters and dry bat- 


teries. It was a business—rolling 
high, wide and handsome. And 


the wholesaler awoke to the need 
for a bit of order—a little sensible 
self-government. 

Each manufacturer thought about 
his own product. The contractor, 
the central station man _ selected 
what he wanted from the growing 
variety of design and price. Only 
the wholesaler sat in the middle of 
the mess and struggled to make 
the jig-saw pieces of this industry 
go together. And that was why 
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in February, 1898, 
and Roger 


silly Matthews 
Scudder got on the 
train in St. Louis one day and went 
up to Chicago to talk things over 
with Billy Low and Charlie Brown. 

Out of it came a “jobbers asso- 
ciation” in the Middle-west. This 
group then linked up with a group 
in the east and began to work for 
national policies and standards. The 
central stations had an association 
and were struggling for order in 
engineering. The contractors had 
an association and were intent on 
bettering the mechanics of electric 
wiring. But the jobbers were be- 
deviled by price pandemonium and 
commercial They set to 
work to try and keep the business 
on the track. They are still at it. 

Those were interesting days. Arc 
lights came in to light the streets. 
“Electrical World” published a 
moonlight schedule and city con- 


chaos. 


tracts called for no illumination 
when this old lover’s friend was 
feeling strong. Detroit tried to 


have its own continuous moon by 
erecting arc clusters on very high 
steel poles. Motors came in too, 
and began to make headway against 
the prejudice of factory men, who 
liked to see the engine flywheel 
turn. Also came fans and flatirons 
and the small cooking and heating 
appliances, and then the cleaner 
and the clothes washer. And the 
jobber played a big part in all of it. 


The First Pioneers 


Men like Matthews, Scudder, 
Low and Brown, Doubleday of 
Pittsburgh, Fobes of Seattle, Hob- 
son of Dallas, Sibley and Rocka- 
fellow of New York, Cushing and 
Overbagh of Chicago, Glover of 
Cincinnati, Brooks of Minneapolis, 
and dozens more of them, not only 
blazed the trails commercially ; they 
cleared the land. And they were 
joined in turn by such war horses 
as Price of Boston, Herstein of 
Memphis, Graham of Washington, 
Sernardin of Kansas City, Robert- 
son of Buffalo, Lucas and Stewart 
of Philadelphia, Adams of Provi- 
dence, Andrae of Milwaukee, and 
Harvey of Chicago—and many 
more. They were all hard work- 
ing, hard fighting, hard selling pio- 
And they built the market 
for all these things electrical that 
we take so as a matter of course. 

They carried the torch forward, 
those pioneers. The list of names 


neers. 


is too long to review here but their 
memories are green wherever old 
timers come together and talk. But 
what did they really contribute to 
electrical progress? 

They provided a broad distribu 
tion for the many manufacturers. 
Yes! They collected these diversi- 
fied lines of electrical materials for 
the many buyers. Yes! But they 
did more than that. 


Industry Stabilized 


They brought local stability to 
the electrical industry. They helped 
finance those early manufacturers 
by taking their products into their 
own warehouses, paying promptly 
for them and shouldering the resale 
credit burden. And just as they 
had earlier helped promote the local 
telephone lines, they now helped 
the power companies get the towns 
wired by financing local wiremen 
with patient credit. They set up 
their own installation departments 
where necessary to get things 
started. They discouraged the 
spread of private plants because 
they wanted a strong electric serv- 
ice. They pioneered the electrical 
idea in the back country and paved 

e way for more power companies. 
They backed each new extension of 
electric lines with the influence of 
their good names and the vigor of 
their selling. And they made 
money and added to the gathering 
prosperity of the electrical industry. 

It is a long and interesting story, 
the background of this growth. The 
Electrical Supply Jobbers Associa- 
tion was long a vital force in elec- 
trical affairs. It played a valient 
part through the world war both 
by marshalling materials for each 
emergency as well as in protecting 
the market against local or regional 
shortages. Such men as Van 
Winkle of Cincinnati, Bruce Wet- 
more of Boston, Harry Thomas of 
St. Paul, and Cullinan and Johann- 
esen of New York were among the 
guiding spirits then, with many of 
the elder statesmen already men- 
tioned. 


Depression Weathered 


When the depression followed 
and the code-making began, the 
formula presented by the National 
Electrical Wholesalers Association 
for the self-governing of this field 
was considered one of the _ best 


(Continued on page 97) 
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H. P. ANDRAE 


I | P. ANpRAE, of Milwaukee, former president of Julius Andrae & Sons is a 


¢* builder. His principal ambition in life has been to take hold of promising 
projects, and by hard work and good planning build them into successful American 
enterprises. He did it with his father’s business. He has done as well in several 





industrial enterprises, outside the electrical wholesaling field, with which he has been 
identified. 


He was born in Milwaukee and has lived there ever since. His first job was 
that of bank messenger—after school. Then, still in his teens, he became a_ book- 
keeper, and operated a bicycle business on the side. Next he moved into his 


father’s locksmith and bell hanging business, decided to modernize it, and, with 
is father and brother, incorporated Julius Andrae and Sons in 1893. They sold 
lectrical supplies and apparatus before there was even a central station in Milwaukee. 
ieir wholesale house grew with the industry, and was one of the largest inde 
idents when it was sold to be part of the Westinghouse Supply chain. 





FLOYD N. AVERILL 


peta N. AVERILL figured that the best way to learn the electrical business was t 
he juice was generated. His first job, therefore, was with tl 
Angola-Schuyler Electric Light Co. in Indiana. He wheeled coal, cleaned flues. 


In 1896 he began constructing power plants and setting up telephone lines throug! 


+ 


start where t 


out Indiana. But his brother, on the Pacific Coast, kept beckoning with glowiny 
tales of the West. So Floyd went out there in 1900. He sold threshing machin« 
for a year, then returned to the electrical game, constructing light plants 


Averill continued this work until 1906 when he associated with the late E. N 


\ 


Fobes, head of the Fobes Supply Co., Seattle They opened a house in Portlan 
and later, one in San Francisco. Averill controlled the Portland hous« But 

1911 he went to Seattle, as manager. And when Mr. Fobes died in 1916 Averi 
became president of the several corporations. In 1922 Westinghouse bought then 
retaining Averill as manager, where he continued until retirement, six vears ag 











FRANK C. BARRINGTON 


mn of Pittsburgh, started selling on his own 


LWAYS A SALESMA Frank Barring 
FA in 1896 when he organized the Columbian Electrical Company with houses at 


St. Joseph and Kansas City, Missouri. Although head man he traveled the territory 
ling on contractors, light plants and phone companies. He knew his lines, and 
ive them service; so he made money And he was interested in other jobbers 

ih active participation in the E.S.J.A 
In 1910 he resigned the presidency of Columbian to go with the St. Joseph Rail 
vay, Light, Heat & Power Company, as commercial manager His work there 
ittracted the Westinghouse Lamp Company, and in 1912 he joined them as assistant 


he New York manage 

Within two years he acquainted himself with the workings of the lamp organiza 
ion, and was promoted to southwestern district manager, with headquarters in St. 
Louis. In 1916 he went on the move again, this time to Pittsburgh as manager of 


the Eastern Central District, the position he holds at the present time. 





F. M. BERNARDIN 


RANK BERNARDIN spent his early years at Fort Scott, Kansas, romantic with it 
background of Indians, prairie schooners and homesteaders. Following hig 
school he became car chaser and bill clerk for the Fort Scott & Memphis R. R. 
Then he moved to Kansas City as purchasing agent and assistant engineer fo 
the street railway company just when horse-car lines were giving way to electrica 
equipment. Next he became a manufacturers’ agent, worked hard, and saved $4,00( 
and, with it, started the B-R Electric Co. in 1897, together with E. R. Royer. 
They realized the trade wanted quick deliveries. So Bernardin put his capital int 


stock and got liberal credit for still more supplies. And they soon built up a fine 
eputation as a service organization. Things went so well that in 1900 Bernardin 
bought Royer’s interest for $43,000, and that same year, with E. L. Foutch, starte 
the Kansas City Telephone Mfg. Co. They built a number of lines, and made 
money. Then this company was absorbed*by B-R. 


Frank sold out to General Electric in the 20's, remaining as district manager unt! 


three years ago when he retired. He was a wheel horse in Association work. 
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T. H. BIBBER 





fig: Bipser has been identified with the manufacture and distribution of ele 
trical supplies for so long that it will be news to many in the industry to lear 


that he was once a full fledged jobber, and an active one. Just when electrical job 
bers’ associations were being born, Tom Bibber, with Charles A. White and Charles 
E. Bibber, started the jobbing house of Bibber, White and Co. in Boston. That was 


in 1893. Next year they absorbed the New England Electrical Supply, changed the 
name to Bibber, White Co., and sold supplies throughout the east. Everything went 
well until 1900, when, as Tom says, “We blew up with a loud bang, owing to lack 
of capital, and spreading it too thin.” 

Bibber joined with those other jobbers who were organization minded, and helped 
develop the spirit of cooperation in the industry tl 
NEWA. Since 1900, Tom has been in the manufacturing field. in sales work wit! 


iat in time led to the launching of 


\merican Circular Loom, Edwards, Guth, Duplex Light, and Triangle Conduit 











; 


Pe warn hi ne cet 





} 
. 
/ WARREN I. BICKFORD 
per Bickrorp prepared for the electrical business by four years of engi 
neering study at M.I.T. In fact, he stayed on another year as an instructor. 
Then he went back to Washington, his home town, and entered the architect's office 
f the U. S. Treasury Department, as an electrical engineer. 
But before long Bickford moved to Pittsburgh as construction boss for the Iron 
City Engineering Co. This company was primarily a contracting organization, but 
also acted as sales agent for several manufacturers of electrical products 
his agency business grew gradually into a sizeable operation. So the Iron City 
lectric Co. was set up by Charles Ridinger, R. C. Murdock and Bickford to special 
ze and devel pp this field Phe, id no stock, but lots of selling ability But soo 
ey built up enough apital to be rye full fledged jobbe rs 
It was about this time that Bickford joined the jobbers association. and was one 
its leading spirits He as mtinued to be up to the present When Westing 
use Electric Supply purchased Iron City this past March, Bickford was mad 
ist Central Dis Manag 
G. H. BUCKMINSTER 
NATIVE of Nashua, N. H., George H. Buckminst vas educated Bos 
A schools, and went into business in his teens. ente @ the servic ~ the old 
Electric Gas Lighting Company of that city as a handy boy This cor 
factured a famous line of gas burners, with a chain pull ignition set energized b 
battery and spark coil power. They vholesaling. Buckminster w 
stock clerk, then salesman. Later he | staff of the Pettingell-Andrews 
Company, Boston, where he remained 13 years 
In 1904 he combined with his friend, Charles F. White, and formed the Georg 
H. Buckminster Company, of which he has ever since been treasurer. Business 
started in quarters at 155 Milk Street, Boston. When expansion required | 
space, they moved to the present location, 59 Oliver Street. Buckminster’s interest 
has centered on indoor sales work and management, and he has made that 1s 
activity. But his acquaintance in the trade is far-reaching, and covers both ma 
facturing and market personnel 
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C. ROBERT CHURCHILL 


“HERE are many ways to get into the electrical business. Colonel C. R. Churchill 
was working in New Orleans, with an inventor of sugar refining machinery, 
en this man began developing electrical gadgets as a sideline. It was more or less 


a hobby with him, but it led to Churchill’s choosing a new career. 
For he took these electrical devices and sold them all over the Americas and 
xico. Then he took on a few more lines and finally expanded into the Electri 





ypliance Co. He headed this company until retir 


olonel Churchill has always been a man of many interests. He was a crack 
seman. This hobby resulted from his days as a cavalryman in the Spanish-Ameri- 
War. He has also enjoyed helping the progress of New Orleans through activ 


ticipation in all civic affairs 


I 
1] 


\nd his fellow electrical pioneers will never forget Casey. Casey was a 17 pound 
lat used to sit-in on all conferences in the Colonel's office at Electric Appliances 
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Chicago manager of | 
two years, during wh 
General Electric Com 
Columbian Expositi 
\fte the fair, he s 
railways in Indiana 
they stood up under tl 
m the local freight 


Billie Colman came 





W. H. COLMAN 


,' YILLIAM H. Co_M 
of Gene ral Elect 


AN, of Chicago, has just retired after 48 years in the servi 
ric and its predecessors. It was in 1890 that John Begg 


“dison General Electric hired him to be a mail clerk. Afte 
ich Edison and Thompson-Houston consolidated to form tl 
pany, Colman became city salesman, calling on the World 
which was then being built. 

id supplies and arc lamps to the central stations and stre 
This was a toughening assignment for young salesmen. | 
le rigors of sleeping in cold hotel rooms and travel by caboos 


ns, they were supposed to be all set for better thins 


i 


through his experience in the sticks with colors flying, an 


was transferred to Detroit as supply sales manager. In 1908 he returned to tl 
Chicago supply department, and in 1923 was made manager. He has continued 
charge ot Chicago district supply sales until his recent retirement. 





New York 
the business appealed 
lle soon started to 


manager and stock 1 


manage There he « 
His next 1;jvancem 


years late!  returne 





has headed up the O 


THOMAS M. D 


_— DEBEVOISE is not a wholesaler—never was. But you cannot 
a t 


, : 
lectrical yobbing business, as it was a quarter century ago, with 
prominent in the picture For he was legal 


counsel for the Nati 
Supply Jobbers’ Association for twenty years, dating from 1904. H 


rough those two-fisted days of trust busting and corporation curbin 





hard to know what a man should do—and what he couldn't 
But the Judge was more than a counsel. He knew the electrical 


| 1 


many sides, because he also guided the Electrical Manufacturers’ Association, the 


y 


lec 


credit men’s associations too And he was deep and broad—and stro 


It must be so, because one day came John D. Rockefeller, Jr. with 
, 


n the world, and said, “I want him.” And that’s where he is 
yuunsel to J. D 


rical Hoist Association, and, at times, the electrical contractors’ 


G. E. CULLINAN 


he planned to study medicine But his plans were all change 


W i. ¢ George Cullinan graduated from Williams College in 1901, and heade 
j 
/ Bias 

ter he y 


nd who was working for Western Electri Something about 


to him, and he found work in the accounting department 
climb. He went to pricing, then employment agent, traffi 
nanager. In 1907 he was moved to St. Louis as assistant 


lemonstrated ability for selling and merchandising, and in twé 


years bec ine manager, 


ent was to manager of the southwestern district He did 


fine job there, and moved to Chicago, in 1919, as central district manager. Fou 


d to his starting place, New York, as national sales manage 


organized in 1926, Cullinan became vice-president in charge of 


! 
still holds 


the executive 


ommittee of the Wholesalers’ Association, a1 


rganization 


EBEVOISE 


t think of this 

out seeing him 

mal Electrical 
‘ 


e steered them 
: ; 

g, when it was 
industry from 
and electrical 
1g 

all the money 
now—personal 





H. C. 


we 


I | C. DownincG became an electrical man to protect a $1,000 loan t 
* electrical contractor He quit selling hardware supplies to 1 
{ save his own investment. 


' 
tractor, an 


But soon after joining the contracting organization, Downing saw 
in selling supplies to power plants and farm telephone companies; so 


gradually developed into jobbing. When the business outgrew the Fort Dodge terri- 


tory, he moved to Des Moines, calling it the Downing Electrical Co., 


House of Downing.” He paid every bill within a week of its arrival. 


a 


But beyond his success in the wholesaling business, Downing made wise invest- 


ments in other fields, particularly in real estate. He eventually became interested in 


philanthropic activities, and the Downing Fund was established by 
brother to help educate ambitious youngsters. In 1928 he sold out to 
32 


DOWNING 


= Fort Dodge 
evive the con- 


greater profits 


their business 
and later “The 


if 


H. C. and his 
Westinghous« 
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B. B. DOWNS 


pert Downs of St. Paul really got off to a fast start in this electrical business 
2 Perhaps he holds the record. His first day out, with a line of Packard lamps, 
ted him $144. Probably the next day wasn’t quite so good, but he made enough 
iold his interest. He was about 25 years old then, and worked out of Omaha 
the wide open country. But they brought him back to the factory, and he soon 
ed of the inside work. So he went down ww ot Louis, and, before long, landed 
ith Commercial Electrical Supply there. Then in 1897 he moved to Minneapolis 


representative for the Electric Appliance Co. of Chicago. 
Things went well up in the Twin Cities; so three years later be bought an interest 
the St. Paul Electric Co. and was primarily responsible for this company’s rapid 
wth. Upon the death of N. N. Harlow in 1913, Downs became president and 
easurer. And that same year the firm became a Westinghouse agent-jobber 

Downs is a fisherman of note, and rumor has it that he has angled everyon 


he 10,000 lakes in that section of Minnesota. 


+ 





A. E. DURIN 


A EK. Durin, of Cedar Rapids, in his early experience had no thought of elec 
4 Le trical wholesaling. After business college he hooked up with a railroad sur- 
veying party, and spent six months in the brakes of Louisiana. From there he 
eturned to his home town, and, to get started, sold shirts in a men’s shop. 

He liked selling. So he tried a traveling job, this time with the Economy Furnace 
Co. And he made good, for in five years he was sales manager. 

Seeing his success, his good friend J. B. Terry thought Durin would make a 
wd horse on tl [ 


e other side of his pole. He was an electrical contractor-dealer, 
labbling a bit in wholesaling on the side. They talked it over one Sunday in 1909 
luring a golf game. He asked Durin to go in with him. Three days later they 


vere commercially married, and liked it. Both bosses took the road and the business 


1 


rew In 1916 they built their own building, and in 1920 we find them organizing 
e Terry-Durin Co. with Durin as secretary. 


FRANK R. ELLIOTT 


DRANK R. Eviiort, out of college 
f Philadelphia, and worked there 
iend T. Harry Lewis, and launche 
supply jobbers But 1912, domes 
sp Li1Z¢ Washers mers Call 
In 1921 Elliott-Lewis took ov 
started out to do a creative nerchna 
nerchnants Phe success has stood 
| ink Elliott is been presi! lent f 
rganization. But despite s se a 
lational Associa 1 activities ) 


1900. joined the Novelty Electri { 
( \ irs Phe 1¢ ked 1}) > 
I tt-Lewis Elect il ¢ 
i es looked good, and 
etrigerators and the traffic de : 
| Vit this complete i la 
Q Ib V building elect1 1 lealiers 
in Outstanding example in the s 
t hbeLginning, a l thie 1 \ a 
it to the job, t is i 
irs 








K. S. GORKE 


leadership. 
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\ Started 11 le electrica yusINessS as 


1897 in the old Bastable Theatre Buildi 


first location and two more stores, betore 


1 


The company has prospered unde 


3 


Ws Kart GorKE, of Syracuse, , Stal in t rical bus! a 
youngster, part of his job was wrestling porcelain knob and tube barrels and 


weighing out quarter-pound sacks of salammoniac. He was also chief delivery man, 
ind took his turn at selling. He was working for his father, the late H. J. Gorke, 
who had established the organization in 
Karl helped the business outgrow that 
they moved to the present four-story building in 1915 


12 


Karl took engineering at Syracuse University, and when his school days were 
over, hopped back into the electrical business for good. He spent most of his time 
selling, but studied other angles of the business, so that when his father died several 
vears ago, he was ready to take over. 


11S 








E. ©. GRAHAM 


Yoon after Edwin Graham helped start the old National Electrical Supply ¢ 
\ Washington, D. C. he set up a policy It was good then. It is still good. H 
said. “I believe a man can build up an organization and business better by increas 
ing his own efficiency than by trying to remedy the faults of others.” 

His first step in developing an efficient and profitable business was to find the cos 
of handling every line. Then he knew what selling price to set to assure a profit 
Once set, the price was maintained. That was just part of his policy 

His interest in cost accounting dates back to his first job. He was working 
Washing he could use more bookkeeping training. So he went to nig! 
school. us accounting experience led to a job with Royce & Marean, a local con 
tractor. Then he went with Kennedy & DuPerow, as manager 


ton and found 
1 


\ few years later he teamed up with a couple of other electrical men and starte 


| 
the National Electrical Supply Co. He was secretary and general manager for tl 


first year. Then he became president, which position he held until retiring 


1. E. GREENE 


H* friends call [. E. Greene of Binghamton a “why” man. He is president 


of the Southern Tier Electrical Supply Co., and a clear, straight thinker who 


probes To! the answel This, they Say, has been the basis for his progress. 
It all began before he finished his engineering course in college For Bert 
Greene took a part-time engineering job with the Fager Electric Co., Watertown 


makers of direct current equipment, and was so well liked, his employer bid for his 


full time That ended college But after three vears as draftsman, designer and 
salesman, he set up his own company, the Syracuse Armature Works. Another three 
years, and he sold it for what seemed like a young fortune. With this he went up 


into the Adirondacks, and spent several interesting years producing lime and lumbet 

Returning to city life, he joined Mohawk Electric Supply in Syracuse, and 
later became salesman, then sales manager of the Syracuse branch, H. C. Roberts 
Supply Co. With this fine background, he bought a half interest, and, three years 


later, full control of the Southern Tier Company 


LOUIS GRIESSER 


1 


Il yUIS GRIESSER, of Cleveland, started as errand boy with the Cleveland Electrical 
4 Manufacturing Company in 1895 They made the American Watchmen’s Time 
Detector Clock. Griesser worked for them five years, advanced rapidly, and saved 
his money. Then he started the Commercial Electric Supply Company. It prospered, 
and after several years he consolidated it with the Cleveland Electrical Manufacturing 
Company, and took over their electrical supply business. 

In the spring of 1912 his company was sold to Western Electric And that fall 


Griesser organized another supply house, the Republic Electric Company. The firm 
grew, moved into larger quarters, and in 1926 was purchased by the General Electri 
S 


Supply Corporation 
Louis Griesser remained on the board of the supply corporation for two years, and 
then resigned. He has since conducted a manufacturers’ agency in Cleveland. He 
was a charter member of the E.S.J.A., and active in its affairs, and in NEWA 


which succeeded it 





d salesman, entered the electrical held as a mail clerk 


January, 1895. He filled various jobs in 


Transferred to Philadelphia the following year, 
house 


when Graybar was its first Atlantic District manage 


the broader use of kilowatts, the better 


toasters and other devices.” He works 


A. L. HALLSTROM 


to Kansas City to be telephone and 


he soon became 


Pennsylvania Electric Association, and 
Electrical Association of Philadelphia 
this year is its president 


livered in buckets,” is characteristic. 
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W. J. HARTWIG 


| eg J. Hartwic, of Detroit, started his first electrical business in 1892 in 
J 


the rear of No. 291, Twenty-second Street, Detroit. The following year he 
ned up with A. Miller, and organized the jobbing house of Hartwig and Miller. 
was one of Detroit’s earliest. After several years, Bill Hartwig purchased Arch 


iller’s interest and organized his present W. J. Hartwig Company. 

In 1917, Hartwig tried out another branch of the electrical industry. While con 
uing his jobbing house, he organized the Liberty Starter Company to manufac 
re the first automobile starters put in Ford cars. He ran both businesses until 
133, when the starter company and its patents were sold to the Delco-Remy division 
General Motors. 

During its existence, Bill Hartwig was one of the officers of the AuSable Trout 
Game Club, organized at one of the jobbers meetings, with Sam Glover, Nelson 
ttabish, Charles Corrigan, C. I. Hills, George Searing, and other old timers as 
embers. Many of the pioneers will well remember Mrs. Papenfus’ trout farm 


W. R. HERSTEIN 


W: could call W. R. Herstein of Memphis “Bill, the Organizer,” and not be 
far wrong. His jobbing career started in 1904 when he came to Memphis 
from Nashville to keep books for the Electric Supply Co. under “Bill” Deming. When 
Deming left in '07, Herstein succeeded as manager. In 1911 he borrowed some 
money and bought the concern, and then spent the next five years paying it back. 

In 1923 G. E. bought the controlling interest, and merged Electric Supply with 
Wesco of St. Louis, and others. Bill Herstein became president of the new G. FE 
Supply Co. of Missouri, and continued until 1929, when the remainder of his interest 

as taken over, and he retired from wholesaling. 


4 

Bill Herstein organized the Memphis Electric League, served long on the execu 
ive committee of the E.S.J.A., and for five years was chairman of the Central 
Division. Since retirement, he has been president of the Memphis Chamber of Com 
erce, and chairman of the Memphis Red Cross. In his spare time he sponsors 


e local opera, the civic theater, and the Beethoven Club. 


D. A. HUGHES 


FFABLE D. A. Hughes. of Utica, is a wholesaler who laid the foundation of busi 
A ness success while still a youngster. At fourteen, in addition to attending school, 
e set himself up as a newspaper salesman, and learned a lot of business truths in 
that school of experience \fter high school, when he was ready for a full time 

b, Denny worked for two years for the New York Central railroad. And then he 
+} 


vegan his electrical experience with the Porter Electrical Company. 

In 1911, with W. T. Langdon, he organized the Langdon and Hughes Electric 

ymmpany, electrical wholesalers. He has been a partner in this business ever since, 
ind currently plays the dual role of secretary and treasurer. 

When the world war broke out Hug! 
ilained reason, although seventeen other employees of his firm enlisted in the signal 


ies joined the medical corps, for some unex 


rps. And when the war was over, they all came back and celebrated by increasing 


e company’s business by 30 per cent the next year. 








W. F. IRISH 


‘6 a [RIsH, of New York, was schooled in the electrical business by the master, 
Thomas Edison. He worked with him in the development of the incandescent 


lamp. They were close friends. And many a morning Edison rapped on Bill’s front 
door to get him up for work. 
He later left Edison to become a wireman. He developed into what was ther 


called an “expert” and joined the engineering department of General Electric, and 


travelled from coast to coast, setting up light plants. 
Then he settled down in New York, and teamed up with W. F. Holloway, forming 


Holloway & Irish, to do wiring and jobbing But about 1900, he started his own 
jobbing business, continuing until 1915 when he sold out. The next year he and 
Frank Gardner set up a selling organization. In 1917 Frank Hann joined them and 


they established the W. F. Irish Co. 


Gardner and Hann did the selling and Irish handled inside affairs. He also spen 


’ 


a lot of time helping contractors and industrials with engineering problems He 





retired in 1928, and now spends about seven mouths a year down in Florida 
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J. G. JOHANNESEN 


[' t id not been for the ig Baltimore fire some years back, the elect Hastry 
might have missed one of its most useful members. For when that disaster struck 
Baltimore, John G. Johannesen, recently from Norway, was working in a hominy 
lant there But the fire viped mut the tactory ind lo iInnes¢ s 1Oneg Vit 

He couldn't afford to wait for the new buildi 2 tO go up s e went to work as 
in insurance adjuster And while in this he became interested in the electrical busi 
ess. He made a connection with the old Southern Electric Co., as stenographe ind 
tvpist Then he started ahead. He went through all the departments, finally hitting 

e top as president and general managet In 1923 he became president of Tri-City, 
Newark and Sibley-Pittman, New York When G. E. Supply absorbed them in 
1929 he was made vice-president 

Bes! les doing al utstanding job 1h his OW W rk J yha hnesen is ¢ mtributed s 
rganizing ability to the advancement of the industry generally Light now he its 


serving NEW \ as hairmat 








GEORGE W. JOHNSTON 


NEORGE W. JOHNSTON was fourteen when he started in the electrical business i 


J Detroit. Several years later he moved to Chicago and went on the road for 
the old Central Electric Co \fter a while he was transferred to an affiliate, the 
Gate City Electric Co., Kansas City, but was recalled to Chicago to 


etail counter. 


iead Central's 


In 1892 he was sent out to Omaha to wind up the affairs of the Western Ele 
trical Supply Co., another associated firm But he staved there and bought th 
business instead of liquidating it. 

Johnston renamed it the Mid-West Electric Co., and started rebuilding. His sales 


ibility and his remarkable memory made an impression. The trade found that 
Johnston’s house gave fast service and sold good merchandise And they learned 
that Johnston’s word was even better than his memory. In 1926 he sold out to the 


General Electric Supply Corporation 








ELMER A. JONES 


“B Y’ Jones started in the electrical business at the tender age of thirteen as man 
t-all-work for Henry Ball, an Albany manufacturers’ agent and jobbe: His 


iv was $3.00 \ few years late vhen he saw some of his friends getting $18.00 
" eme ( Vas going to pull ut But the boss uised n to $6.0) and that 
| l | N yrettv soon t eV st t 1 e ! id selling 
| 1908, Ball sold out to the Albany Elect il ¢ stru ( Esco Ele 
Supply Co., and Jones remained with the new management as salesmar He 
ilvanced to sales manage! Then, in 1916, he shifted over to Havens Electric. a 
salesman again But the following vear ie became ead of sales 
\ls a the late M rton Havens observe | that Jones vas more thar i crack sales 
man This man, he saw respected costs and tollowed through o1 letails SO 
1927, Bud Jones was made vice-president and general manage ind, when M1 


Havens died in 1937, he he init preside it 








GEORGE E. KELLOGG 


Wt N G I: Kell O90 ai Vew y rk went to ] ybbers meetings 30 vears ago 
they kidded him because he was the baby of the industry. For he headed 


a wholesale house at twenty-five. He was born in New Canaan, Connecticut, and 
erew up there, but at seventeen he landed a job in New York with the old 
Manhattan Electrical Supply Company 


or eight years sold to the trade and learned the electrical business, and in 


1909 pulled out, with David Killoch, Manhattan’s sales manager, to form their ow: 


jobbing house. They called it the Hudson Electrical Supply Company. 
But by 1914 the appliance field looked so good to Kellogg that he decided to 
tackle it. He sold his partnership in the jobbing business, and, with H. C. Bertine 


is partner, organized the retail appliance firm of Kellogg and Bertine on New 
York’s Madison Avenue. 

Kellogg did his bit in Washington for a year during the world war. He is still 
in the appliance business, still lives in New Canaan. 





36 WHOLESALER’S SALESMAN — May 1939 





Sinalar tole 


Rese e 


Pr atiemede nied 






















E. B. LATHAM 


E B. LatHam, of New York, has been a successful wholesaler. Two good reasons 
4* are given for his success. First, he learned the electrical business from thx 
ground floor. Second, he chose able men to hold key positions in his organization 

When he was about sixteen, he left a Connecticut farm to work in New Britain 
for the old Thomson-Houston Electric Co. He wound armatures for series ari 
machines. Then he worked through various departments until he became what 
was then called an “expert.” He later was stationed in the Chicago and Milwaukee 
offices, resigning when the company was taken over by General Electri: 

In 1895 he went to New York and started the E. B. Latham Co., competing wit! 
the four other jobbers then in business. For the first three years he concentrated 
on the profitable export field, then turned to local trade, also. 

One of his key men from the beginning was J. L. Owen, who today manages the 
company with E. B.’s son, Les. These men took over some years ago, and the boss 
now travels extensively, and takes things easy 





He traveled it for eight years 

\t that pot, he decided he should have 
They asked what he would use for money. ( 
i the dividends But the idea didn't take; 


Things went well, and the business grew. 


for a couple of years as managet But ( 


CC Lirscner, of Grand Rapids, climbed aboard this industry as an office boy 
Aijor Central Electric, Chicago. He was only fifteen. But a couple of years late: 
ve find him chief clerk with Illinois Electric. He did not waste much time. 

\t twenty-one, Chris asked for a selling job. But they thought he was too mucl 
ft a kid. He quit and sold from Denver to Buffalo for a railway supply manu 
facturet Then Illinois Electric recalled him and gave him the Michigan territory 


Litscher Electric Co. in Grand Rapids, Michigan 
ebuilt and went ahead again. Then in 1932 he 


started again and Litscher’s Wholesale Electric is now going strong. 













C. J. LITSCHER 


an interest in the firm, and said so 
hris said he would kick in: his share 


l 
so he resigned and started the ( J 


\ fire in 1922 set him back, but he 
sold out to General Electric, remain 


hris likes to be his own boss: so le 






















A. M. LITTLE 


A M. LittLe, of Syracuse, has been a leader in developing local cooperation 
4 he among wholesalers. He was one of the founders of New York State’s Empire 
Electrical Distributors, and has been active in the Mohawk Valley Club 

He started in electrical wholesaling as an office boy for the Central Electric Supply 
Co., Chicago, in 1889. The next year, when one of the partners, W. H. McKinlock, 
organized the Metropolitan Electrical Supply Co., Little went along as outside sales 
man. He carried his samples south to Galveston and west to Salt Lake. 

After three years of this, he joined Western Electric, selling supplies in Minnesota, 
Wisconsin and Iowa. Then one day he was picked to open the first Western Elec 
tric branch, in St. Paul. But he quit after a year, although the new house was 
prospering, and for the next decade traveled New York State for Stuart-Howland 
of Boston and for Pass and Seymour. 

In 1919 he left the road to become manager of the Mohawk Electrical Supply Co., 
Syracuse, and in 1925 set up his own distributing house, A. M. Little Company 





C. E. Ludovici, who then had no idea he'd 


xr E. B. Latham & Company, New York. 
Ludovici was transferred to Philadelphia in 


eadquarters in Detroit. The end of the nex 
issume his present duties of district apparatu 
ouse Electric Supply Company 


May 1939 — WHOLESALER’S SALESMAN 





be 1903, the Sawyer-Man Electric Company, New York lamp manufacturers, had 
) a young man in charge of the photometer and life testing departments. He was 


Sawyer-Mann in 1904. In 1907 he became store manager, salesman and sales manage! 


Jones Beech and Company, wholesale distributors of electrical supplies, which was 
wned by E. B. Latham. He was later made president of Jones Beech, and con 
tinued in that position and as part owner until 1929, when the business was closed. 
Westinghouse Supply employed Ludovici in 1929, and made him district manager with 












c. E. LUDOVIC! 


ever be a wholesaler. Ludovici left 


1911 to be secretary and president of 


t year he returned to Philadelphia t 


s and supplies manager for Westing 





Mi \\ MeGti AW las ilwavs beer able to see ypportunities \s i lad he started a 
4 mo ig paper route in Sioux City, lowa. He noticed that no one was covering 
the territory with evening papers; so he took that over too, and doubled his income 

\ little late he became interested in the romance of electricity, and went t 
studving If thr vugh 4 orrespondence course The practical Ss! le he picked up al yund 
the local light « mMpany s plant \t seventeen he stepped out for himself as a con 
tracto! Then he did some jobbing on the side 

Then he decided to expand He raised some more money, and started the Inte 
state Supply Co. to distribute electrical and industrial supplies. In 1912 he bought 


he Joseph R Le 
Co. By this tim 
tory But not y 
Westinghouse in 


Now he heads 


Buss fuses and ( 





W. T. McCULLOUGH 


[. McCuLLouGu of Pittsburgh chose an electrical wholesaling career delibe 
We ante with the seasoned judgment of an experienced business man. H 
entered wholesaling when he helped organize the C. K. Hill Electric Co., electrica 
jobbers, in 1903, and became its vice-president and treasurer. When Mr. Hill die 
the following year, McCullough took over the business, and changed its name t 
the W. T. McCullough Electric Co. In 1927, he became president of the company 
He’s still head man, ably assisted by two sons. 

Bill McCullough was born in what is now Pittsburgh's north side He graduate 
from Western University of Pennsylvania, now the University of Pittsburgh. Ane 
except for one year in Minneapolis, he has made Pittsburgh his home 

No small part of McCullough’s success is due to his long-time policy of fitting 
is business to the needs of the steel industry. When the steel business is slack 


1 


wears out rapidly. McCullough is there to serve them either way. 


they have time to repair the mills. When the steel business hits the peaks, equipment 





A. J. McGIVERN 


\ J. McGivern, managing director for the Chicago Electrical Wholesalers’ Asso 
4 Xe ciation, is an lowa farm boy who became a star in electrical wholesaling 


He began as his county’s champion bronco buster and best corn husket He 
developed tact and diplomacy in teaching a country school of 50 pupils, where half 
the boys were older and bigger than the teachet It was good training 


He learned wholesaling from his first boss, Wm. H. McKinlock of the Metro 
politan Electrical Supply Co., daddy of Chicago wholesalers, and finally becam« 
manager! In 1910 he left Metropolitan to be sales manager of supplies and radio 
for the Manhattan Electrical Supply Co., and in 1927 was made managet 

McGivern served as manager for Manhattan until 1934, when he was drafted to 


his present position with the Wholesalers’ Associatio Under his guidance the 
Chicago Association has been a great force tor good in the wholesaling industry 
It has helped to stabilize demoralized markets, promoted better inderstanding 
hetween all branches of the electrical industry in the Chicago area 


MAX McGRAW 


hmer Co., Omaha, and consolidated both companies as the McGraw 
e he Was thirty One and probably the largest operator 1n the terri) 
et satisfied, he bought a St. Louis house in 1922, and sold it to 
26 The same organization bought the other houses in 1929 

the McGraw Electric Co. which makes “Toastmaster” appliances 


lark watet eaters. 





RCH McKay, 
A Lwenty-nine 
McNaughton org 
McKay Electric 
was made preside 


When they sta 


group of industr 
going And the 
with the market 


the motor city 


The new firm 
lation activities 


committee. 
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ial and contractor customers. Then the automobile factories got 
industrial supply business prospered. McNaughton-McKay grew 
till today their house is one of the oldest and largest jobbers in 


they organized. And ever since, Arch McKay has been a loyal supporter of Asso 


ARCH McKAY 


4 Detroit, is a wholesaler who has eld the same position for 
years, and loves it. It was in 1910 that he and the late J. R 
anized their independent electrical wholesale house, McNaughton 
Company, in Detroit At the time of organization, Arch McKay 
nt. He still is 


rted their venture, Detroit was just another city with the averag 


joined the National Electrical Wholesalers’ Association the vea: 


He has served on various committees, including the executive 
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J. 


ime 


anager of Tel Electric, 


H. Mitrer of St. Louis was born and brought up in Shelby County, Illinois, 


in the heart of the tall corn country. 


elephone Co., but in 1907 we find him in Wichita, a sales manager of the United 
ectr j 


ic Co., a wholesale house. From there, 


anager of the Tel Electric Company, Houston wholesalers, and became much 
waged in the affairs of the old jobbers assoc 


1 


Supply Co. He continued in that position until 1931. 
In 


January of that year, Miller was moved 


ie Westinghouse Electric Supply central district. In 1932 he moved again, this 


to St. Louis, where he is now midwest general manager for Westinghouse 
Supply, in charge of the five branches that m 


‘lation. In two years he was general 
remaining until 1924, when he resigned to go to Philadelphia 
1 the Westinghouse Company, as general manager for the H. C. Roberts Electric 


ake up the midwestern group. 


G. H. MILLER 


His first job was with the Chicago 


in 1911, he went to Texas, as sales 


to Detroit to be district manager ot 





L. 


His 


finally 


The 


manles 


vice-Cc 


ashes At cicada ate» Ask a 


aor w. Rennie Seer ry 





lay 


aa Sane An apt 








He liked selling. 





lr. Mitnor of Cincinnati was born in Alton, Illinois in 1874. While in school, 
he worked during the summer in his uncle’s hardware and implement. store 
So, when school was over, he hunted a selling job. 


start was with the Electrical Supply ¢ 


successively for Central Electric Co., Wallace 


, the Western Electric Co He shifted 


Co., Toledo, but returned, and was with Western Electric for almost 20 years. He 
as Western Electric’s first territory salesman, then city sales manager in Chicago 
Moving to Cincinnati, he went from city sales manager to manager. 


n he started his own business, Milnor Electric Company, and was its president 
lor fifteen years. Also, Milnor Refrigeration and Milnor Air Conditioning com 
were organized to handle specific lines. 
hairman and director of NEWA, and 


Managers’ Association. 
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L. T. MILNOR 


sompany, Chicago. Later he worked 
Electric Co., Porter and Berg, and, 
once for several months to F. Bissel 


3ut he has found time to serve as 
as president of the National Sales 





R. P. OBLINGER 


ee was born in 1870 at Perrysburg, Ohio, and had his schooling at a business 
college in Toledo. Then he went with a wagon company as a minor clerk, and 
became treasurer seven years later. In 1894 he joined an electrical jobbing concern 
there. Then something about the restaurant business attracted him and he became 
head of a chain of restaurants. 

He made money at this business. But he returned to the electrical industry with 
the old W. G. Nagle Company. However, he still wasn’t sure. So he resigned 
some time later and went into automobiles. 

Finally he came back—this time for good. He teamed up with Harry Rasmussen 
and bought out the Royse Electric Co., Indianapolis. They reorganized it an 
changed the name to Indianapolis Electric Supply Co. Then in 1918 the South 
Bend Electric Co. was organized, and four years later the Crescent City Electric 
Co. was started at Evansville. Mr. Oblinger headed all three, and was at last in 
electrical wholesaling up to his neck. 





T. J. O'BRIEN 


\ NATIVE of Hartford, T. J. O’Brien has spent practically his entire business careet 
in that city. His first job was in the automobile field, as office boy tor the 


/ 
4 


old Columbus Automobile Co. Two years later the boss said one of 
have to leave, and the boss wasn’t quitting. So O’Brien walked in another door 
and became a draftsman for $9.00 a week, a $5.00 rais« 

Next he went with the Eddy Electric Co. at Windsor, Conn., manufacturers of 
motors. When that firm failed a year later, he returned to Hartford and worked 
for an electrical contractor, and when this company set up a wholesaling organiza 


tion O’Brien became secretary and sales manager. 

In 1914 he went with another local wholesaler, and spent three years covering 
the territory, then resigned to become sales manager of the Lewis Electrical Supply 
Co. By 1918 he was ready to step out on his own, and established the Hartford 
Electric Supply Co. He started on a small scale, but, through hard selling, he 


soon developed volume, spending his days with customers, evenings in office work 
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J. L. OWEN 


OHN OWEN has been closely identified with the affairs of E. B. Latham of Ne 

York for so many years, it would seem that his name should be written, “Owe: 
Latham”, in the English manner. For it was forty years ago, in 1899, that Jol 
Owen first joined forces with the senior Mr. Latham. He has been with him eve 
since. In 1902, when the corporation was formed, John was made treasurer. Severa 
years later he became general manager. That’s his present title. 

The Pennsylvania coal fields were the scene of John’s youth. While still in hi 
teens he worked for a time with the Lehigh and Wilkes-Barre Coal Co. At twenty 
one, he was bookkeeper for S. H. Kress in Wilkes-Barre. And two years later hi 
came to New York for his first job with Latham. 

John Owen is a wheel-horse, knows his industry and has been an active membe 
of local and national associations. He was president of the New York Electrica 
Jobbers’ Club, and served on the national association executive committee for six 
years. He was chairman of the Wiring Devices and Wire Committee for a time. 


G. L. PATTERSON 


kK ARLY 1n the 1900's a group of eastern jobbers sat down to luncheon in New Yorl 
4 at the suggestion of George Patterson. That day they set up an organization 
that later merged with the midwestern boys to form the E.S.J.A. 

Patterson left Maine, as a youngster, to work for Hazzer & Stanley, a small 
New York jobbing house After a few months inside he took t 


wire, batteries, and buzzers throughout the East He saved money and wher 


» the road and sold 


Hazzer left the company, Stanley & Patterson was tounded. In 1908. they developed 
the famous Faraday signal gong, and Patterson sold it along with the other lines 


The jobbing and manutacturing departments both grew rapidly 

4 i i © 
Patterson continued active in the Jobbers’ \ssociation until he sole out the whole 
saling end of the business to Westinghouse in the 20's Then he concentrated ot 


manufacturing, until a year or two ago when he retired 


George Patterson has always been a leader, both in his own company and in his 
industry. He has contributed to electrical progress for many years 


FRANK S. PRICE 


Seat Prick, of Boston, has long been loved for his intelligence, integrity, kindli 
ness and modesty And I 


during the many years that he headed the Pettingel- 


(Andrews Co., he enjoyed the loyalty and devotion of a fine organization to which 
he brought success and prosperity 

Born in Salem, Price was educated at Dummer Academy, graduating in 1894 
He went at once to Pettingel-Andrews, jobbers and fixture manufacturers, and 
stayed there until he retired. Three years after joining this house his brother 
Charles was elected president, and Frank became secretary 

In 1913 Frank was elected president, and so continued until he sold out the whole- 
saling business to General Electric in the 20’s. He continued as a fixture manu 
facturer, however, until he turned the active management over to his son. 

Meanwhile, Frank Price was deeply interested in national industry affairs, and 
was a leader in the Jobbers’ Association. He served long on the executive com 


mittee, and headed the lamp committee for many years 





NEORGE Provost, of Pittsburgh. has beet 


J headed the Phoenix Foundry Co. in 


interested in the electrical business, representing the old Mayer & Englund and R. D. 


Nuttall Companies. 


Then two years later he organized The 
brother J. P. They sold electrical equipment 
i large clientele In the meantime Georg 


1 


ric Co., a jobbing house started by Percy 


1907 to form the Union Electric Company, 


1 


lew years later, the Provost brothers boug 


resident Their volume expanded rapi 


they sold out to G. E. in 1926 
loo young to retire, Georg 


lav-Hill Electric Co., Pittsburgh's oldest 


he steel city In 1897 he also became 


o railways and coal mines, and developed 


invested some money in the Union Ele« 
Frost The companies were merged in 
with George Provost as president. A 


re, in 1928, boug!] 


1obbinge house 


GEORGE W. PROVOST 


} 


on his own since the days when he 


General Railway Supply Co. with his 


Frost’s interest and J. P. became vice 


} 


necessitating several moves, before 


it all the common stock of the Double 
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JOHN P. PROVOST 


power Provost started in the electrical business in 1899, when horse drawn street 
/ cars were fast giving way to electrical equipment. In fact he contributed his 
art to hastening the change-over in Pittsburgh. For he and his brother, George, 
were manufacturers’ agents, operating as the General Railway Supply Co. Also 
they traveled the coal regions, promoting electrical equipment for mines. 

Jobbing looked good to them, and in 1904 they put some money in the Union 
Electric Company, then being organized by Percy R. Frost. They continued as 
manufacturers’ agents until 1907 when they consolidated Railway Supply with the 
jobbing company. John became treasurer of the new organization. And _ shortly 
ifterwards, the Provost brothers bought out Frost and John became vice-president. 

The Union Electric Co. developed into one of the largest supply houses in the 
Pittsburgh area. The Provost brothers sold out to General Electric in 1925, and 
John continued with the new management until 1930, when he retired. Interested in 
group activities, he was a charter member of the Jobbers’ Association. 


JOSEPH L. RAY 


b igonrs Ray, of New York, one of the youngest of our wholesaler pioneers, is a 
native Pennsylvanian, born in Carnegie, Allegheny County in 1884. He entered 
the electrical industry when a very young man. His first job, as a draftsman for the 
Westinghouse Company, in Pittsburgh, lasted from 1901 until 1905. In that year he 
went west—to a job in the Western Electric plant at Hawthorne. 


Joe’s progress from then on was rapid. He switched from engineering to sales 
ind in 1912 was moved back to Pittsburgh as assistant manager of the Wester: 
Electric Supply Department’s wholesale house there. In 1917 he was made manager 
ind in 1920 moved to New York as general power apparatus sales manager 

After two years he was made assistant supply sales manager, and in 1926, when 
Graybar was formed, general supply sales manager. In 1927 he left Graybar to be 
vice-president and general sales manager of the Radio Corporation of America. In 
1930 he went to the General Electric Company, Bridgeport, as manager of met 


‘ . ' ; 
andise sales, and in 1932 to Singer Sewing Machine where he now is vice-president 


CHARLES W. RIDINGER 


 Degceae ry RipINGER had as fine an electrical background as any pioneer wholesale 
4A could ask for While 


high school he used to hike poles for his brother 


( 


| l 
ho ran a couple of light plants Charles liked it, better than his dad’s store 


So he studied engineering at the Western University of Pennsylvania, now the 


niversity of Pittsburgh. There he gained the distinction of being their first ele« 
rical engineering graduate. With his new diploma he went with Westinghouse and 
ecame an installation engineet But his professor at Pitt, the learned R. A 
Fessenden, suggested they set up a consulting organization. They did 

Ridinger later went on his own and started the Iron City Engineering Co. He 
uilt up a diversified business in which he electrified everything from homes to rail 
vads. His customers and competitors came to him for supplies, and he took cart 

them so well that this department expanded and the Iron City Electric Company 
rned into a jobbing house. Ridinger was president, and has continued as head man * 


this large wholesaling firm until early this year when he sold to Westinghouss 













































WILLIAM E. ROBERTSON 


became interested in law, studying on his 


1 


In the meantime, his brother started a wiri 
him. He kept right on with law school, gra 
firm. But it was slow going, so he went | 
1; 


> 1 


changed the name to Robertson-Cataract E 


Electrical Development. He represented the 


in 1930 they sold the jobbing business t 
went back to the law. 
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yack 
They did contracting and retailing tor some 


bilities in jobbing. So in 1907 they purchased 


Robertson was an active organization man. 


General 


time. 


board of N.E.L.A. He was Jupiter of the “Rejuvinated 


Electric. 


_— NATELY for the electrical industry, Attorney William 
the practice of law. He started to be an electrical engineer, 
squeezed him out of Cornell. So he went to Buffalo with a 


Robe 


ill 


firm in that city, and “I 


1ated with honors, and ent 
into his brother’s elect 
years. But, W. E. saw 
Cataract Elect C 
i¢ ) 
He helped found the 
wholesale industry for 
Sons ot Jove.” 


stepped out 


years 


and 





E. W. ROCKAFELLOW 


_— RocKAFELLOW first set forth with his electrical samples in the days 

4 when a jobber salesman’s territory was measured in states, not in counties 
\t fourteen he started in Western Electric's New York house as an office boy 
He went through the several inside jobs, 


ind was a city salesman at twenty-one 

Just before the Spanish-American War, he was transf¢ e territory 

south of Baltimore, traveling as far as Galveston, Texas He finished the job 

und spent a year in the war advancing to captain. Then he returned to Wester 
Klectric and moved up to sales manager at New York 


( 
In 1908 he became assistant to Gerard Sw 


ype, who was then Western's Vice 


president and general sales managet At this time the company was fast opening 
branches all over the country. Rockafellow traveled, seeing that each started right 
He retired from the organization in 1926 But he wanted to do some more 


} He went into business for himself representing MacGillis & Gibbs. and 


rhe Piedmont Co. in the New York area 





E. A. RUMSEY 


Rumsey left Schenectady and found work with a 
liked it, but in a few years this firm folded and he became manager of the mete 





pt Mt Boks: ste 





—_—. Eugene A. Rumsey was still in the lower school grades, he decided that 
he was interested in tl | lled el , 


ntereste Nn 1s thine called electricity SO when it Came time I 
lege he headed for Cornell and an engineering cours \fter that he entered tl 
G. E. Plant at Schenectady where the “test” course gave him a fine training 
\bout that time the doctor said that he should spend more time outdoors: so 


contractor at Wilmington, Del. He 


lepartment for the Wilmington City Electric Co. He wanted still more experienc: 
so he became superintendent of Citizens’ Electrical Hluminating Co. at Pittston, Pa 

Within a year or so, he decided to try the selling end of the business; so Eugen 
and his brother, George, teamed up in 1895 to start the Rumsey Electric Co., Phila 
delphia. George took to the road while Eugene handled the city territory and inside 
iffairs Chey worked hard, watched details, gave service They prospered \fter 
several moves they bought the present building in 1919 





CHARLES RUSSELL 


A’ 4 LAD, Charles Russell left Albany, N. Y., to rebuild his health in California 
« He staved ut \ : 32 


ut wes ten vears, thei eturned in 1909, fit as a_ fiddle, ind 
lecided 1 eo nm business He bought a il terest in a small electrical jobbineg 
IS¢ rye ited by Jake Puler sky \t Live Lime Russell kne \ nothing about ele 
\ uu Ca | ist 
very 1 ent tine to i veal Phet nie day Jake said, ( irlie, probably 
nt us have | ideas, but they d em to mix So om is will have t 
1\ ) ( rine ind I'm damned s ‘ | ven the money 
So ( Russell became boss of the Es Electric Supply Co. He id plenty 
rage and sound judeme to back up s limited elect i uning But 
( nalitariye l » ¢ s¢ vatch 1) mp ( CTISES i | chose y «1 at 1 help 
n \nd, to get a broa viewpoint ( ed the Jobbers’ Associa | 
Phe Eseo company prospered and . tinued tor these many vears 








‘ ¢,11 , + +) ly ‘ ‘ + ] ] 
| | » SANDS stil Clallls ) esidency oT the Sands Flectric Company, ele 
* trical whol W heelins ] 


cal wholesalers of g, West Virginia, the firm he started in 1895 
But today the actual handling of the business is in the capable hands of men hx 


trained to be his successors. He advises only when necessary, and devotes much 
% his time to other interests, including a 400 acre farm on which he raises thot ugh 
h t ] } mses s} Ce) da 
Mr. Sands was b electrical engineering at Cornell 
1895 he started ngineering business in Wheeling. 
stalling equipment | whicl 
expanded toa bb were 
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J. C. SCHMIDTBAUER 



















\ FEW years on the farm, four or five more in the old country school house 
11 ‘ . 1 . . 1 “4 : . ; 
. 1 spell at professional bicycling was John Schmidtbauer’s training for the el 








































trical business. He was 19 when he became office boy and sweeper-upper for t 
late Julius Andrae. And he hose the pioneer electrical firm to work fo M 
\ndrae put in the first electrical installation in Milwaukee, and that looked like 
j good place to start 
The company also handled bicycles, so Schmidtbauer’s interest led to sales 
: And John sold them all over the country for several years. Then they decided to 
concentrate on electrical equipment, becoming full fledged jobbers in 1900. Schmidt 
bauer then traveled the state, selling contractors, telephone companies, central stations 
ind farmers. The next year he was vice-president as well as business-getter 
Schmidtbauer says that salesmanship is 25 per cent common sense and 75 per c¢ 
j hard work Anyway, he was generous with the work, and now he is Northweste 
District Manager for Westinghouse Supply, with headquarters in Chicago 
CHARLES P. SCOTT 
f= RLES Scott, of New York, became associated with the electrical business back 
Ain the days when sockets had wooden bases, and 16 candlepower lamps sold for 
75 cents. His first job, when he returned to New York from school in Heidelberg 
is with Sawyer-Mann Electric Co., pioneer lamp makers 
He left that firm to become a contractor and string the wires that everybody 
eded so they could use these new amazing lamps. Then he wanted some sales 
verience; so he joined C. L. Hills, a manufacturers’ agent. With this background 
manutacturing, wiring and selling, he launched a jobbing organization, the Eastern 
lectrical Supply Co. This was in 1897. One of his associates, J. D. Sweeney, 
: ater organized Royal Electric, and they merged in 1906, forming the Royal-Eastern 
lectrical Supply Co., now among New York’s largest. 
Scott was one t the chart members of the Jobbers’ \ssociation, and served as 
e first secretary He has also been interested in perpetuating the history of the 
ectrical industry, and has a collection of the earliest catalogs 
al 
G. A. SEABURY 
r WAS IN 1898 that George Seabury entered the Students Course t (,enera 
| Electric Schenectady factory Phat makes n one of the oldsters « G 
Electric test men \fter 18 months ( is inst ( the | \ i i 
1901 went out to Chicago to travel Iowa and Nebraska for the supply d t 
In 1912 Seabury resigned from General Elect and « ed the jobbit sines 
vit G. W lohnsto Ss Sf etary and gene il manage ) Jo ) ( 
Company, Omaha SOO alte! ey pul ised the Nebraska ect ( \ 
merged the two to form the Mid-West Electric Company. Seabury s secret 
ind general manager of the new company, one of the first t ) esit G. | 
Distributo 
\fte i iew years Midwest opened a bra l Des Moines i 1927 
yurchased by General Elect Supply., Seabury con ed as pres ( 
ympany t ug tne reorganizatio stag il ( ( | ) R 
California. 
GEORGE W. SHIMP 
NEORGE SHIMP, of Philadelphia, was born in the Quaker City, and had s entire 
J business career there. His first job was the manufacture of patented shade 
lers. After four years of that, he went into the dry goods commission business, 
ind learned bookkeeping and accounting, among other things 
In 1889, the Novelty Electric Company needed a clerk and George got the jon 
lhe company had started a few years before to make electrical novelties, gas lighters 
ind sucl They also did some wholesaling. George grew with the company, and 
m time to time took on new responsibilities 
Novelty Electric eventually became one of Philadelphia's largest wholesalers, and 
recorge Shimp was made treasut ind secretary, the positions he now holds. He is 
roud of the fact that it has been his privilege to stay with one company throughout 
at long period in which the wholesaling of electrical products has expanded from 
1e battery and gas lighter stage to the complex industry it is today 
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M. F. STERETT 


More than forty years ago he 





M* STERETT, Of Dallas, is one of the electrical pioneers 
4 


Sterett grew up in Texas, and has never been lured away. 


district 
house Supply. For the past two years, he has devoted most of 
ing rural electrification, and doing tl 





State of Texas. 
Hobson Electric 
Company. He traveled the wide open spaces for them, and later became their sales 
manager. In 1912 he was appointed manager of the Electric 
branch in Dallas, and remained in that capacity until that company was sold to the 
Westinghouse Electric Supply Company 


Appliance Company 


His first job was that 
of post-office clerk, but he soon left the department for his electrical career. 
He is now assistant district manager of 


for Westing 


his time to promot- 
work this activity requires 





FRANK H. STEWART 


was one wholesaler who really knew 


order earn its share of the profit 
| 


embarke l on his own jobbing career 


written 2 


¥ the founders of the E.S.J.A., for 





J. B. TERRY 


it lowa boy stayed in lowa and made good That's the story of J. B. Terry 
president of the erry-Du Co., Cedar Rapids wholesalers since 1909 He 
was born on a farm within fifteen miles of his present business address 

The first electrical job Terry took was in the construction department of the 
Kinlock Telephone ( n St. Louis. He did some wiring on the side That is 
until his boss heard. So J. B. returned to Cedar Rapids as a wiren 

He gradually worked into jobbing. Then in 1909 he incorporated as J. B. Terry 
& Co. Later that year his friend A. E. Durin came in as a partner. They proved 
i perfect working team, and went ahead After several moves they built a_ fine 


building in 1916 which still houses the organization 


Old Timers well remember the first ad the company ran 


phone Journal They wanted business. So they took a page and said—‘For God’s 
Sake. Send us some orders!” It brought a flood of business from the small tel 
phone companies which dotted the landscape in those days 


h 





A. F. THACHER 


A BERT THACHER, Of Palm Beach, is an optimist. He always has been, and it has 
4 agreed with him. Today, seventy-five years young, he’s enth 
“most up-to-date retail electric store in the South”, Felder-Bell in West Palm Beach, 
in which he’s a partner, just as he was in his New York jobbing days 

1 


His first business venture was in wholesale drygoods. Then he 


usiastic about the 


became a genera 


With h 
ness and made for Cripple Creek, Colorado, to make his million in gold. His money 
lasted six years. Then he returned to New York and started over as a salesman f 


Oo! 
LO! 


s profits, and the optimism of a prospector, he pulled out of the 


“1 


ontractor and builder, finally developing and selling a complete large subdivision 
building busi 


I 


the Lynn Lamp Company of Boston, sellin 


g refill carbon lamps. 
He made money. Among his investments 35 years ago was some stock in a New 
York jobbing house. Times were bad, and the assets of the company were being 


sold to the highest bidder. Albert made the high bid. And from that start he built 


up the Alpha Electric Company, wntil it was one of New York’s biggest independent 
distributors. He was president until Alpha was taken over by Westinghouse. 
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 Swaere H. Stewart, of Philadelphia, 
make wholesaling stand on its own feet, 
That was in 1894. His wholesale-only 
retirement from the electrical field in June, 1938. 
Stewart was born in Salem County, New Jersey in 1873. 
worked as bookkeeper, attended business col 


Lo 
his cost of doing business, and 


Frank’s first electrical job was with 


lealers and contractors That lasted 


Besides being a_ successful wholesaler, 


26 books and pamphlets on historical and genealogical 


jobber in town to 
the benefit of a contracting tie-up 


followed until his 


lk ( al 54 hools, 


studied stenography. He 


he made every 


Philade Iphia, electrical 


1894 Phen he 
bore his name 
1utho He has 
S He Vas one 
itive mmMimittec 
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HARRY F. THOMAS 


ARRY THOMAS entered the jobbing business via the auditing route. His experi 
H ence in working with figures goes back to school days when he worked during 
the summers as a clerk in one of the Saratoga Springs hotels. That’s when he decided 
to become an accountant. So in 1906, he joined the General Electric auditing depart 
ment at Schenectady. Shortly after he became a traveling auditor and contacted 
jobbers from coast to coast 

In 1913 he was promoted to treasurer of the company’s Fort Wayne Division 
Here 
went to St. Pau 


Electric distributor. He is now a commercial vice president of G.E. Supply. 


] 


he maintained a close contact with the jobbing business, and three years later 
resident of the Northwestern Electric Equipment Co., a General 


| - ¢ 
L aS |} 

Thomas scored immediately. First, because of an ability to figure costs of operation 
Second, he selected able men to head up the various departments. He took an active 
nterest in the E.S.J.A. and contributed | 


try as head of the auditing and cost accounting committee. 


is accounting knowledge to the entire indus 





C. NORMAN TRUMP 


Y NorMAN TruMpP, of P le i, president and active general manage f the 
Nove Ity Electri Company as been an electrical wholesaler for almost 45 
vears; in the same city, with the same company That’s pretty nearly a record. 

He is a native of Philadelphia, went to school there, and in 1895 entered his 
father’s company organized twelve years before. In the beginning this company, as 


the name indicates, made novelties and toys, but specialized in those operated by wet 


batteries. Then they took on the sale of non-competing lines. And by the time young 


Norman joined up they were full-fledged “jobbe rs’, one of the earliest 


Perhaps Norman Trump’s outstanding characteristic is his consistent loyalty t 
his purpose and his traditions. He is one of the oldest members of the Wholesalers’ 
Association, and has served it faithfully. He has maintained his company’s early 
orporate structure unchanged. He cherishes his many customers of long standing, 


h 
and the number of manufacturers his company has represented over the years. And 


is loyalty for his employees is evidenced by their fine service records 


F. D. VAN WINKLE 


1 


There he learned that Post & Co. 


In 1892 Oliver Kinsey, one of the 


when he had had enough of that he retur 


ot 


owners, 
and, with S. W. Glover and Luke Lilly, 
Winkle put in some money and became secretary. Later 
and then president. His brother, Edwin, bossed the 

Frank Van Winkle was prominent among the industry 
He never missed a meeting of the E.S,J.A. He was long a member of the 


trimmings and telephone equipment, wanted a man. 
electrical supplies. Van Winkle landed 


RANK VAN WINKLE hailed from Danville in the beautiful 
Kentucky. He went to Centre College, 


graduating in 1887. The 


ied to Lexington, 


n he climbe 


Kentucky. 


Cincinnati, manufacturers of railw: 


all office job. 


They also did some 


purchase d the ele 


started the Post-Glover 


1 
} 


committee, where his sound judgment contributed materially 


1 
ne became general 


leader 


hy} 


] 


Blue Grass regi 


} 
1 


the hills of Tennessee and put in a period at the gentle art of the lumberman. 


on 


up 


ppDINn 


in 


But 


‘ctrical department, 


Vai 


Electric Co 


large sales force 


s for many 


VCal 


managel 


executive 





GEORGE H. WAHN 
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HE HOUSE headed by this young veteran of the “negli 

Bp igevetos from a “one-man” establishment organized in 1915 as tl 
Co., of Boston. It now supports a staff l 
George H. Wahn entered the electrical 
office of the Westinghouse Company. In 190 


of 52 people, including 1 
field in 1901 as an office 
7 he joined the Stuart 


Ne WwW 


Ens | il 


Boston, as a clerk. He rose to the post of sales manager, 

to go into business on his own. He siarted a little jobbing house 
then moved to 99 Bedford Street, and, after a few years retur 
in the heart of the wholesaling dist ind functioned tor 20 ye 
1936 the present commodious quarters were occupied at No. 101. 

Diversification has been the keynote of the Wahn_ policy 

area. As president and treasurer, George Wahn has guided tl! 
foresight and ability from the beginning. 


l outside SA 














HENRY L. WALKER 


HH" WALKER of Detroit decided at seventeen that he wanted to dig out his 





success the hard way. He quit school, and held various jobs in factories and 
banks until 1891, when he entered the electrical business. The first venture was 
with a small manufacturing company, making plating generators. A couple of years 
later he took on some electrical lines as agent Next he set out for himself as a 


} 


his growth has been steady 


»bber with a small warehouse. From then 2 
Mr. Walker was one of the early members of NEW A, joining the Association in 


its first or second yeat He was one of the first wholesalers who sold radio appa 
ratus and parts in the old wireless telegraphy days. He has been active in every 
ovect planned for the eood oO! the industry 
They say that Henry Walker’s outstanding aracteristic is his cool-headed con 
servatisn He is bee content to mtinue as a successful idependent wholesaler 
s \ g today the same southeastern Michigan territory \ e selected in the 
{ 1, + 
eo is s itu i@id oO mperation 


V. ©. BRUCE WETMORE 


RB‘ E Wetmore of Boston has come a long way since he Teft school in New 
Brunswick at the ige of twelve 
H 


first stop was Omaha There he began his business career running errands 
ind selling papers. Then he moved back east to Boston, and tried a variety of jobs 
itil he landed in the electrical business with the |. D Jewett Co. in 1897 Phree 
years later he was purchasing agent for Stuart-Howland 
In 1906 Wetmore and the late Hanson Savage started their own hous« They 
id no money, but Sears B. Condit lent them $1,000. In their first year they 
ted $20,000, and Condit got his money back They had a motto It was 
‘Immediate Delivery.” And the bosses hustled many long hours Sut they meant 
it, and they made it good. 
In 1923 Mr. Savage died. Two years later Bruce sold out to Westinghouse, but 


has continued as general manager of the “Wetmore-Savage Division.” He is today 


me of New England’s prominent electrical men and a man of varied interests 


CLARENCE WHEELER 


W HILE running the Wheeler-Green Electrical Supply Co. in Rochester, N. Y.., 
Clarence Wheeler did not hold forth on this thing called employee-relations 
' ; 


But he operated on the honorable and humane theory that the boss has a deep obliga 


ion to all employees. And when a good job was available, someone from within 
the organization was moved up to fill it. It built a splendid spirit. 

Starting while still a lad, Clarence Wheeler learned the electrical business from 
the bottom up. He began with the Rochester Gas & Electric Co. as handy man, 
but soon developed into a valuable all-round electrician 

\Vhen he was twenty-three he teamed up with T. H. Green and W. J. DaLee, 
ind started the Wheeler-Green organization. They wired homes, sold fixtures, 
epaired motors. Gradually they took on supplies, fixtures and appliances, and 
became full-fledged jobbers 
Wheeler was long active in the jobbers’ association on the executive committees 


and head of the motor committee. In 1931 he retired from the wholesale field 











vith the jobbing firm of Bibber, White and Com 


supply and equipment lines around New England for 
formed the George H. Buckminster Com 


\s president of that house 
ie field, headin 
one. He believes in handling diversified 


lly known supplies, and sticking to them 





C. F. WHITE 


in New Haven. His first important job 


1893, with Charlie and Tom Bibber. 
activities, and he built up an excellent 
Andrews Company, Boston, during the 


that organization. He went on the road 


+ 


active outside representative, White has 


headquarters at the end of each week, 
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H. R. WORTHINGTON 


W >. H. R. Worthington was twenty-six, he was plenty busy guiding the old 
( 
l 


Florida Electric Co., of Jacksonville, through a receivership. Within six years 


paid off every creditor with interest. He did it by hard selling and sound 
lanagement. Then, with the slate clean, he became president and general manage 
nd changed the name to Florida Electri Supply Co. 
His interest in electricity started back in school days when he studied engineering 
he University of Kentucky. He entered there at fourteen, youngest in his class 
He went with Post-Glover at Cir nnati after graduation 
It was fine experience, but “Worthy” somehow had a hankering for Florida. He 
ved south in 1906, as stock clerk for Florida Electri wo years later 
irted s worked u sales manage The following year he becan 
etary | 1910 vership came along \long in the 20's hi 
» General | ved to Dallas as dis supply sales manage 
| C, 





A FURTHER TRIBUTE 


W! regret that the pictures and biographies of the were added so late to the lists compiled by NEWA 
'Y following NEWA Pioneers are not included in that it was impossible to secure this material before 
ur Gallery Unfortunately some were not willing to press time. They too were pioneers, and we pay 
ovide the necessary data and photographs. Others them equal tribute in this hsting: 
FRED BISSELL W. J. DOHERTY H. J. GUNDLACH L. W. KORSMEYER 
W. S. BISSELL W. L. GOODWIN H. T. HOCHHAUSEN WM. S. P. MAYO 
W. S. BLUE N. W. GRAHAM JAMES H. HUGHES \RCH MILLER 

C. E. BROWN r. H. GREEN Rk. L. KNOPP W. E. STEPHENSON 

Fr. E. STOW FREDERICK P. VOSE 





CONVENTION PROGRAM 


National Electrical Wholesalers’ Association 
THE HOMESTEAD @ HOT SPRINGS, VIRGINIA @ MAY 21-25, 1939 
SUNDAY TUESDAY, evening 
Meetings of the Executive Committee Pioneers’ Dinner 


MONDAY 


Meetings of the Commodity Committees 


WEDNESDAY, morning 


¥ ’ . Session for members 
and Conferences with Manufacturers r ( , 





Reports of the Commodity Committee Chairmen 


TUESDAY, morning 
Meeting of Executive Committee 


and the Commodity Committee Chairmen WEDNESDAY, afternoon 
TUESDAY, afternoon Wholesalers’ Golf Tournament 


Opening Session for members and quests 


Manufacturers’ Golf Tournament 


WEDNESDAY, evening 


\ddress—John G. Johannesen, 


chairman executive committee Casino Session for members and guests 
Report—D. L. Fife, chairman program committee Entertainment and Presentation of Prizes 


Address David : Ackerly, association counsel 


\ddress—‘Television of Today and The Future,” THURSDAY, morning 


Ernest H. Vogel, vice-president, 


Farnsworth Radio and Television Corporation Final Session for members 
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CRESCENT 
OFFERS 


the following choices of in- 
sulation for standard build- 
ing wires and cables: 


Code Grade 

30% Performance Grade 

ENDURITE Heat Resisting 
Grade 

IMPERVEX Moisture Re- 
sisting Grade 

Intermediate Grade 


SOME CRESCENT PRODUCTS 


Armored Cable 

Bare Copper Wire and 
Cable 

Control Cables, Braided 
and Leaded 

Flameproof Wire and 
Cable 

Flexible Cables 

Flexible Steel Conduit 

Lead-Covered Wire and 
Cable 

Non Metallic Sheathed 
Cable 

Parkway Cables 

Power Cable 

Rubber Insulatec Wire 
and Cable 

Signal Cables 

Varnished Cambric 
Cables 

Weatherproof Wire and 

Cables 


We also manufacture wire 


and cable to meet a// gov- 
ernment specifications. 
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E’°VE TRAVELED THE ROAD WITH 
YOU PIONEER WHOLESALERS! 


We've enjoyed your friendship and sup- 
port through our many years of contact 
—and we can say no more in apprecia- 
tion than to restate our firmly fixed pol- 
icy—''CRESCENT PRODUCTS SHALL 
REACH THE TRADE ONLY THROUGH 
THE PEOPLE BEST QUALIFIED TO 
SERVE THE ELECTRICAL INDUSTRY 
— THE RECOGNIZED ELECTRICAL 

WHOLESALER." 
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NEW 


PRODUCTS 
TO SELL. 






































TRANSFORMER 








FEATURES . . . Constant voltage trans- 
former for supplying regulated A.C. 
Control is automatic, instantaneous and 
continuous. DETAILS ... According to 
manufacturer, maintains constant volt- 
age output to within one per cent from 
any voltage input within specified limits; 
has input power factor above 90 per 
cent throughout entire operating range. 
No moving parts and nothing to adjust. 
Transformer and associated circuits pro- 
tected against damage by accidental 
shorting. MADE BY . . . Sola Electric 
Co., 2525 Clybourn Ave., Chicago. 





FLUORESCENT LAMP 








FEATURES . . . Length is 48”, thereby 
providing about 30 per cent more light 
than next smaller size previously avail- 























“This is my wife, Mr. Norton, she’s 
checking up on me this week.” 


able. DETAILS . .. Diameter is |'/2”, 
wattage is 40. Light output is 1400 
lumens compared with 1050 lumens of 
36” size. MADE BY . . . Westinghouse 
Elec. & Mfg. Co., Lamp Div., Bloom- 
field, N. J. 





AUTOMATIC TOASTER 





FEATURES . . . Automatic, pop-up type 
toaster. Indicator setting. When toast 
is finished, current is automatically cut 
off. DETAILS .. . Elements are nickel 
chrome wire wound over India cut mica, 
660 watts. Detachable approved cord. 
Chromium plated. Solid walnut handles. 
Insulated feet prevent marring of table. 
Operates on 110-120 volts, a.c. Cata- 
logued as No. 602. MADE BY... 
Dominion Electrical Mfg. Co., Mansfield, 
Ohio. 


INDOOR TRANSFORMER 





' 
a 


FEATURES . . . Indoor current trans- 
former designed to combine the advan- 
tages of small size with accuracy for 
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metering on low voltage circuits. DE- 
TAILS . . . Primary windings of suf- 
ficient size to permit continuous opera- 
tion at 150 per cent of rated primary 
current. Silver-plated primary terminal 
surfaces, Solderless type secondary ter- 
minals. Removable mounting plate per- 
mits mounting on pipe. Rated at 600 
volts with three current ratings: 200/5; 
400/5; 600/5. Number JL-l. MADE 
BY . . . General Electric Co., Schenec- 
tady, N. Y. 


SUNLAMP 











FEATURES Ultra-violet ray sun 
lamp to be used with S-4 lamp. DE- 
TAILS . . . Height adjustable from 39” 
to 55”. Arm extends 10!//”. Base, 
which measures I1'/2” in diameter and 
5” high, contains transformer and switch. 
Aluminum reflector is 12” in diameter 
and 4” deep. Thumb screw adjustment 
on reflector holder and heat proof han- 
dle for adjustment. Has 10-ft. cord, 
socket and rubber plug. Bronze finish 
with rippled base and chrome trim. 
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WE" TRAVELED THE ROAD WITH 


YOU PIONEER WHOLESALERS! 


CRESCENT 
OFFERS 


the following choices of in- 
sulation for standard build- 
ing wires and cables: 


Code Grade 

30% Performance Grade 

ENDURITE Heat Resisting 
Grade 

IMPERVEX Moisture Re- 
sisting Grade 

Intermediate Grade 


SOME CRESCENT PRODUCTS 


Armored Cable 

Bare Copper Wire and 
Cable 

Control Cables, Braided 
and Leaded 

Flameproof Wire and 
Cable 

Flexible Cables 

Flexible Steel Conduit 

Lead-Covered Wire and 
Cable 

Non Metallic Sheathed 
Cable 

Parkway Cables 
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Rubber Insulated Wire 
and Cable 

Signal Cables 

Varnished Cambric 
Cables 

Weatherproof Wire and 

Cables 


We also manufacture wire 


and cable to meet a// gov- 
ernment specifications. 
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We've enjoyed your friendship and sup- 
port through our many years of contact 
—and we can say no more in apprecia- 
tion than to restate our firmly fixed pol- 
icy—'"'CRESCENT PRODUCTS SHALL 
REACH THE TRADE ONLY THROUGH 
THE PEOPLE BEST QUALIFIED TO 
SERVE THE ELECTRICAL INDUSTRY 
— THE RECOGNIZED ELECTRICAL 

WHOLESALER." 
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TRANSFORMER 








FEATURES . . . Constant voltage trans- 
former for supplying regulated A.C. 
Control is automatic, instantaneous and 
continuous. DETAILS ... According to 
manufacturer, maintains constant volt- 
age output to within one per cent from 
any voltage input within specified limits; 
has input power factor above 90 per 
cent throughout entire operating range. 
No moving parts and nothing to adjust. 
Transformer and associated circuits pro- 
tected against damage by accidental 
shorting. MADE BY . . . Sola Electric 
Co., 2525 Clybourn Ave., Chicago. 


FLUORESCENT LAMP 








FEATURES ... Length is 48”, thereby 
providing about 30 per cent more light 
than next smaller size previously avail- 


























“This is my wife, Mr. Norton, she’s 
checking up on me this week.” 


able. DETAILS . . . Diameter is 1'/2”, 
wattage is 40. Light output is 1400 
lumens compared with 1050 lumens of 
36” size. MADE BY . . . Westinghouse 
Elec. & Mfg. Co., Lamp Div., Bloom- 
field, N. J. 


AUTOMATIC TOASTER 
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FEATURES . . . Automatic, pop-up type 
toaster. Indicator setting. When toast 
is finished, current is automatically cut 
off. DETAILS ... Elements are nickel 
chrome wire wound over India cut mica, 
660 watts. Detachable approved cord. 
Chromium plated. Solid walnut handles. 
Insulated feet prevent marring of table. 
Operates on 110-120 volts, a.c. Cata- 
logued as No. 602. MADE BY... 
Dominion Electrical Mfg. Co., Mansfield, 
Ohio. 


INDOOR TRANSFORMER 





} 
FEATURES . . . Indoor current trans- 
former designed to combine the advan- 
tages of small size with accuracy for 
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metering on low voltage circuits. DE- 
TAILS . . . Primary windings of suf- 
ficient size to permit continuous opera- 
tion at 150 per cent of rated primary 
current. Silver-plated primary terminal 
surfaces, solderless type secondary ter- 
minals. Removable mounting plate per- 
mits mounting on pipe. Rated at 600 
volts with three current ratings: 200/5; 
400/5; 600/5. Number JL-!. MADE 
BY . . . General Electric Co., Schenec- 
tady, N. Y. 


SUNLAMP 











FEATURES Ultra-violet ray sun 
lamp to be used with S-4 lamp. DE- 
TAILS . . . Height adjustable from 39” 
to 55”. Arm extends 10!/,”. Base, 
which measures I|1!/2” in diameter and 
5” high, contains transformer and switch. 
Aluminum reflector is 12” in diameter 
and 4” deep. Thumb screw adjustment 
on reflector holder and heat proof han- 
dle for adjustment. Has 10-ft. cord, 
socket and rubber plug. Bronze finish 
with rippled base and chrome trim. 
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with rippled base and chrome trim. 
Lists at $34.95. MADE BY .. . Faries 
Mfg. Co., Decatur, Ill. 


AUTOMATIC SHUTTERS 

















FEATURES . . . Automatic shutters in 
sizes from 10” to 24”. DETAILS .. 

Shutter vanes are fastened to vertical 
tie-rod causing them to operate in 
unison. On lower inside edge of each 
vane is felt strip for added weather- 
tight protection. MADE BY .. . Signal 
Electric Mfg. Co., Menominee, Mich. 





ANGLE ADAPTER 





FEATURES Adjustable angle 
adapter for use with projector and re- 
flector lamps. Enables lamps to be ad- 
justed over wide range of angles either 
for flood or spot lighting. DETAILS 
. . « Permits variation of 70 degrees 
vertically and 340 degrees horizontally. 
Made of composition and _ porcelain. 
Light in weight. MADE BY .. . Gen- 
eral Electric Co., Merchandise Dept., 
Bridgeport, Conn. 





BED LAMP 





FEATURES . . . Concentrates light so 
other persons are not disturbed. Felt- 
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lined cast clamp. DETAILS ... Two- 
piece reflector with magnifying lens. 
Lens holder and reflector attached by 
means of bayonet lock. Adjustable 
swivel permits lamp adjustment to vari- 
ous angles. Sprayed ivory or bronze 
finish. No. 370 (illustrated) lists at 
$2.45. No. 385 lists at $1.55. MADE 
BY ... Eagle Elec. Mfg. Co., Brooklyn, 
N. Y. 


ATTIC FAN 








FEATURES .. . Designed to move large 
volume of air quietly. DETAILS .. . 
Bearings of porous, oil-impregnated 
type contain sufficient lubrication for 


season's operation. Rubber-mounted, 
quiet motor is equipped with thermal 
overload protection. Fan cabinet of 


heavy gauge steel, rigidly braced. Walls 
acoustically treated to absorb vibration 
and wind noises. Cabinet rubber 
mounted at each corner. Four sizes 
available, listing from $99.50 to $199.50. 
MADE BY .. . Wagner Electric Corp., 
6400 Plymouth Ave., St. Louis. 


TORQUE MOTOR BRAKE 





FEATURES . . . Torque motor operated 
brake for A.C. service on elevators, 
cranes and hoists. Especially designed 
for applications where positive, quick, 
cushioned braking is required. DETAILS 

. Large brake lining surface. Indi- 
vidual shoe adjustment to compensate 
for wear. Adjustable torque. Available 
in five sizes, with maximum torque rat- 
ings of 160, 400, 800, 1600 and 3200 lb. 
ft. on intermittent duty. MADE BY... 
Cutler-Hammer, Inc., 476 N. 12th St., 
Milwaukee. 





LAMP CHANGER 







ttn 


WI 
— Se 





FEATURES .. . Pole sections are 5!/2 
feet long and fasten together with lock- 
ing arrangement to make any length 
pole up to 30-feet. DETAILS . .. Prong 
or finger-adjusting sleeve is slipped over 
rubber-covered fingers sufficiently to 
grip lamp. By pulling cord, head is 
adjusted to any angle. MADE BY... 
McGill Mfg. Co., Valparaiso, Ind. 





ENCLOSED SWITCH 





FEATURES ... Line of enclosed switches 
in 30 and 60 ampere capacities. 
DETAILS . . . Assembled on heavy porce- 
lain bases provided more compact de- 
sign, but with ample space for wiring. 
Catalogued as "Type ‘C' Enclosed 
Switch", MADE BY ... The Trumbull 
Elec. Mfg. Co., Plainville, Conn. 





ATTIC FAN 

















FEATURES .. . Steel housing is entirely 
lined with sound absorbing material for 
quiet operation. Four-bladed, die- 
formed fan wheel. DETAILS ... Fan 
shaft rotates on rubber mounted ball 
bearings. Motor requires annual lubri- 
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“If we stood upright like 
we should 

As Cutler-Hammer’s do 

This bum could find no 
place to squat 

And we’d work better TOO.” 

















Jirty contacts in Motor Control always ONLY VERTICAL CONTACTS 
lake trouble. Dust between contacts CAN BE DUST-SAFE! 


auses heating and burning. But any- sli - 

me knows dust and dirt can’t collect 

nm VERTICAL surfaces. So VERTICAL e = E> » IH AM iM -R 
ontacts do stay clean, do work better, U T a = R E 
io last longer. Send for your copy of 
he free booklet ‘‘Dust, the Destroyer.”’ ics My 
UTLER-HAMMER, Inc., Pioneer woes EMER 
‘lectrical Manufacturers, 1327,St. Paul 

\venue, Milwaukee, Wisconsin. 
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cation only. Drive through V-belt by 
1750 R.P.M. motor. Safety grille can 
be mounted either in front or behind 
fan wheel as specified. Four sizes: from 
18” to 36” diameters. MADE BY... 
DeBothezat Ventilating Equipment, 100 
Sixth Ave., New York. 


PHOTOFLASH LAMP 
































































































FEATURES .. . All foil-filled photoflash 
lamp, relatively small in size but high 
in effective light output. Especially de- 
signed for news photographers, but also 
suitable for general use. DETAILS... 
Is same size as standard 60-watt Mazda 
lamp. Emits flash rated at 50,000 to 
60,000 lumen-seconds as contrasted to 
45,000 lumen-second flash of the larger 
No. 20 photoflash lamp. Catalogued as 
No. 21. Lists at 20 cents. MADE BY 
. . « General Electric Co., Lamp Dept., 
Nela Park, Cleveland, and Westinghouse 
Electric & Mfg. Co., Lamp Div., East 
Pittsburgh. 





ELECTRIC RANGE 





















































FEATURES ... Has three 5-heat surface 
cooking units. Two of these are 6”, 
1300 watts. The other is an 8”, 2200 
watts. The 6 quart Econ-O-Way Cooker 
is 625 watts, has three heats. DETAILS 
. « « White porcelain enameled exterior. 
Vitreous enameled interior. Two 2300- 
watt oven units. Glass wool oven in- 
sultation. Has 660-watt convenience out- 
let. Temperature control with pilot 
lamp. MADE BY .. . Stewart-Warner 
Corp., 1826 Diversey Parkway, Chicago. 
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FLUORESCENT REFLECTOR 



















FEATURES . . . Open end construction. 
Equipped with thermal type auxiliaries. 


DETAILS . . . Mounting plate type of 
construction. Special combination 
mounting for use with conduit or chain 
suspension. For chain suspension, ap- 
proved cord, plug, fixture loops, toggle 
switch are furnished at slight addi- 
tional cost. Green porcelain exterior, 
white porcelain reflecting surface. 
MADE BY ... Frank Kelley , Inc., Elkins 
Park, Pa. 


ROCKER TYPE SWITCH 











FEATURES ... Rocker type safety switch 
is 30-ampere front-operated enclosed 
type. Curved molded handle is rocked 
by thumb action to “on” or "off" posi- 
tions. DETAILS . . . Handle and switch 
mechanism are one piece, operated on 
frictionless knifé-edge bearings. Posi- 
tive action full-floating contacts, screw 
type wiring terminals, ten knockouts, 
silver-surfaced current-carrying parts. 
Measures 7!/2” high, 4!” wide and 
317.” deep. MADE BY ... Bull Dog 
Electric Products Co., 7610 Campau 
Ave., Detroit. 


PORTABLE FLOODLIGHT 

























Flexolite 


FEATURES . . . May be quickly and 
easily attached to horizontal or vertical 
surfaces by means of adjustable bracket 





and two-screw mounting plate. DETAILS 

. Weatherproof and finished with 
three coats of vitreous-fired porcelain 
enamel. Two sizes: for 100, 200 or 300- 
watt medium base lamps. Rubber cord. 
MADE BY . . . Goodrich Electric Co., 
2900 N. Oakley Ave., Chicago. 











TEXTOLITE RECEPTACLE 
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FEATURES .. . Keyless receptacle of 
white Textolite. Light in weight, with 
ample wiring space. DETAILS 
Binding screws accommodate No. 12 
wire. Diameter of base has been in- 
creased. Four easily removed knock- 
outs provided to permit moisture drain- 
age. Catalogued as No. GE088. MADE 
BY .. . General Electric Co., Wiring 
Device Section, Bridgeport, Conn. 


FLUORESCENT REFLECTOR 





FEATURES . . . Aluminum asymmetric 
reflector for use with 18”, 24” or 36” 
fluorescent lamps. DETAILS . . . Mount- 
ing holes placed so as to use same 
screws that are employed to support 
sockets and auxiliaries. Coupling clips 
furnished at ends so reflectors can be 
fastened together for greater rigidity 
on continuous installations. Called 
"6070" series. MADE BY .. . Day-Brite 
Lighting, Inc., St. Louis. 





REFLECTOR 


FEATURES . . . Equalizes illumination 
over definitely restricted area. Meets 
1.E.S. specifications for industrial and 
school lighting; also for proper illumina- 
tion of looms in textile industry. DE- 
TAILS . . . Has satinized, polished Alzak 
aluminum reflector designed to concen- 
trate most of light from silver-bowl in- 
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Always good for an entry 
on your order pad. 

Staple as bread and but- 
ter...priced for volume 
sales and resales. Stick to 
Security, the quality tape 
that moves fast, produces 
worthwhile profits, and 


lives up to ifs name. 


o 
POSS WP PoO> UZ 


Seve Ese 
ps ic ~ 

pee 

a. _ it 


Pe Es 


BEYOND PRICE AND 
SPECIFICATIONS 


Listen in! Raymond Paige 
99 Men And A Girl, Wednesday 
Evenings, C.B. S. 





Le ae 


ALSO U. | — eZ 
S. ELECTRICAL WIRES AND CABLES LINEMEN'S BLANKETS seca a 
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candescent lamp over an area 54” 
diameter. Reflector has porcelain enam- 
eled steel housing. Called “Equalux”’. 


. Benjamin Electric Mfg. 





AIR CIRCULATOR 






























. 24-inch non-oscillating 
wall type air circulator. 
ber motor support. Attractive cast iron 
wall bracket is complete with lag screws 
for mounting. DETAILS... 
proximately 9675 cubic feet of free air 
i Quiet, cool-running, one- 


sixth H.P. motor. 
casting of aluminum alloy. 
mounted at rear end of motor. 
counter, and ceiling types also available 
in various sizes, oscillating and non-os- 


Propeller is one-piece 


, Elizabethport, N. J. 


OSCILLATING FAN 






























































. Deluxe line with wide, 
overlapping polished aluminum blades 
and statuary bronze finish. 
both 12” and 16” sizes. 
Oscillator is enclosed and equipped with 
Self-aligning, phosphor 
bronze bearings with felt oil-retaining 
Rotary type switch located in 
Free tilting, hinged joint base, 
easily adjusted for wall mounting. 
ber cord and plug harmonizes with color 


Delco Appliance Div., General Motors, 








FRICTION AND RUBBER TAPE 
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FEATURES . Combination friction 
and rubber tape adaptable to all kinds 
of electrical work. DETAILS . . . High 
dielectric strength enables user to apply 
less tape. Has advantages found in 
both friction tape and splicing com- 
pound. Called “Twinsulation." MADE 
BY ... U. S. Rubber Co., Mechanical 
Goods Div., 1790 Broadway, N. Y. 





CORD SET 





FEATURES . . . Appliance cord set is 
8-feet in length and is equipped with 
heavy heater cord, with high quality 
twine braid. DETAILS . . . Attachment 
cap is molded to, and is an actual part 
of cord itself, so it can not come off. 
Plug made of special high-heet Bakelite. 
Contact clips of brass and alloy steel. 
No nuts or screws. Guaranteed for five- 
years against “wire grief. Lists at 98 
cents. MADE BY . . . Noma Electric 
Corp., New York, N. Y. 


FLUORESCENT REFLECTOR 



























FEATURES . . 
flector available in lengths for use with 


. Concentrating type re- 


18”, 24” and 36” fluorescent lamps. 


. Made of specular finish 


DETAILS . . 





free carbon or sulphur. 
dielectric strength of 750 to 1000 volts 


2400 Ibs. per square inch. 





Alzak aluminum. Reflector may be set 
in three positions: normal (symmetrical) ; 
intermediate which sets reflector at 
angle of 22 degrees from normal; and 
asymmetrical having angle of 45 de- 
grees. MADE BY .. . The Wiremold 
Co., Hartford, Conn. 


CONVENIENCE OUTLET 


FEATURES . . 
pose of ordinary convenience outlet with 
added feature of gripping prongs 
tightly so cap can not fall out acciden- 


. Outlet serves every pur- 


tally. DETAILS . . . Slight twist of cap to 
right grips it tight. Plate mounting 
screw can be pushed home, saving time 
and eliminating scratching of plate if 
screwdriver slips. Mounting ears have 
punched holes, so can be broken off and 
used for washers if necessary. Plenty 
of room for wiring. Tongue-and-groove 
construction of Bakelite body partition 
completely isolates poles in separate 
chambers. MADE BY .. . Harvey Hub- 
bell, Inc., Bridgeport, Conn. 





YARD LIGHT 





FEATURES . . . Shallow bowl reflector 
yard light on mast arm with self-con- 
tained relay mechanism for remote con- 
trol from various locations. DETAILS 

. Controlled from single-wire service. 
Control is adaptable for any standard 
yardlight and comes complete with two 
switches, lag bolts, service screws. Re- 
flector is 12” in diameter. Called 


""Re-Mo-Lite". MADE BY . . . Twentieth 
Century Engineering Co., Mankato, 
Minn. 





INSULATING TUBING 
FEATURES ... For protection of wires 
and cables exposed to acids, etc. Espe- 
cially useful in motor repair shops as it 
is also resistant to insulating varnish. 
DETAILS . . . Flexible and available in 
sizes from .50 to 13 mm. (1/64 to 
33/64 inches) in 19 colors. Processed 
of vynil and contains no rubber, cotton, 
Maker claims 


per mil and tensile strength of 1800 to 
MADE BY 


Suprenant Electrical Insul. Co., 


84 Purchase St., Boston. 
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NEW JOBS—RURAL and URBAN MODERNIZATION—are more 
profitable when RACO - ALL-STEEL + PRODUCTS are used 


. \ SS 
= 
TMM 


al 


@ Wherever there are wiring jobs Raco®All-Steel¢Products can be used advantageously. Wiring 
of new structures demands the use of modern devices. Profitable remodeling-wiring calls for items that 


can be installed easily, quickly. 


Developed by competent engineers who keep pace with modern wiring trends, Raco @ All-Steel © 
Products offer numerous improvements which are of importance to everyone in the building and 


electrical industries—for example: 


RACO e ALL-STEEL 
OLD WORK SWITCH BOX 


The maximum of convenience 
and utility for mounting in a re- 
wiring or modernization job. 

















RACO e ALL-STEEL 
““PRI-OUTS” 


Clamp Boxes, in both the 
Switch Box and Outlet Box 
lines, are equipped with 
“Pri-Out Knockouts. 














RACO e ALL-STEEL 
SWITCH BOXES 


The MC, used in old or new 
work, is illustrated. The Switch 
Box you need is in the Raco @ 
All-Steel Line, 











Distributed Nationally by 





RACO e ALL-STEEL 
“‘HI-LO”’ BARRIERS 


Barriers for the separation of 
differing voltages, may be 
used with Standard Raco @ 
All-Steel Square Cornered 
Switch Boxes, in 2” and 











21,” depths—or with Raco ® 
All-Steel 4” Square Outlet Boxes and Covers. No neces- 
sity of carrying special items in stock. 


RACO e ALL-STEEL 
UTILITY OR HANDY BOXES 


Most convenient for surface wir- 
ing—old or new work. The line 
includes several depths and all 
appropriate covers. 

















RACO e ALL-STEEL 
EXTERNAL MOUNTING EARS 


For Outlet Boxes. Any type of 
Raco @ All-Steel Octagon Box 
will be furnished equipped with 
External Mounting Ears’ on 
Special order. A real labor saver. 
And there are many other Raco @ All-Steel features of 
importance to you—write for catalog illustrating this 
outstanding line, which is backed by a total of more than 
40 years of experience—there is no obligation. 











ALL-STEEL-EQUIP COMPANY, Incorporated 


305 Griffith Ave., Aurora, Illinois Factories: Sourh Bend, Indiana, Aurora, Illinois 


RACO - ALL-STEEL - PRODUCTS 


SWITCH BOXES - OUTLET BOXES + CUTOUT BOXES 
CABINETS - FUSE CABS + CONDUIT FITTINGS 
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GLASS COFFEE MAKER 





FEATURES . . . Cover, decorative shell, 
and stove base are finished in silvery 
satin chrome to match silver tableware. 
DETAILS . . . Upper and lower bowl 
handles and stove handles are ivory 
Moldex. Called “Catalina”. Six and 
eight cup sizes list at $8.45 with stove. 
Ten cup model lists at $8.95. MADE BY 
. . « The Silex Co., Hartford, Conn. 





TABLE LAMP 





FEATURES . . . Nautical styled lamp is 
switched on-and-off by turning wheel. 
Parchment shade decorated with full- 
color reproduction of sail boat.. DE- 
TAILS . . . Wheel is walnut colored 
plastic, with brass handles, mounted on 
polished brass base. Overall height is 
164”. Diameter of shade is 10!/2”. 
Lists at $4.00. MADE BY .. . Chase 
Brass & Copper Co., Specialty Sales 
Div., 10 E. 40th St., New York. 





VACUUM.CLEANER 














FEATURES ... "Tank type" cleaner; op- 
erates quietly. Has reinforced flexible 
hose, convenient two-piece wand and 
nozzle with sweep action floating brush 





for use on rugs and floors. Also spe- 
cially designed nozzle for above-floor- 
cleaning. DETAILS . . . Foot operated 
switch. Dust filter is oil treated for 
maximum efficiency. Universal motor is 
supported entirely on rubber.  18-ft. 
rubber covered cord. Blue finish with 
nickel trimming. Called ‘Royalaire™. 
MADE BY ... The P. A. Geier Co., 
Cleveland. 





ATTIC FAN 





FEATURES . . . Rubber mounted, en- 
tirely enclosed motor is on platform 
securely anchored to steel plate, in 
such a way as to reduce vibration to 
minimum. DETAILS . . . Motor located 
in off-center position so belt adjustment 
can be made easily. Two se'f-aligning 
ball bearings, mounted in flange type 
rubber pillow blocks, assure quiet opera- 
tion and proper shaft support. Fan 
wheel diameters from 24” to 54”. 
MADE BY .. . Autovent Fan & Blower 
Co., 1809 N. Kostner Ave., Chicago. 





PANELBOARD 





FEATURES . . . Rocker type panelboard. 
Curved rocker handles plus quick-make 
and quick-break switch action make on- 
and-off operation sure and safe. DE- 
TAILS . . . Circuit name or number can 
be written on card inserted in handles. 
Panel unit of porcelain. Exposed screw 
type wiring terminals, silver-surfaced cur- 
rent-carrying parts. Galvanized steel 
box housing panel assembly has plenty 
of knockouts. Front of cold rolled steel 
has black lacquer finish. MADE BY... 
Bull Dog Electric Products Co., 7610 
Campau Ave., Detroit. 





SERVICE CABLE HEAD 





FEATURES . . . Head for service en- 
trance cable designed to prevent en- 
trance of rain and moisture through 
cable to meter and testing equipment. 
DETAILS . . . This is made possible by 
terminating cable end in a fixed, down- 
ward position. Also saves wiring time. 
Catalogued as No. 202. MADE BY... 
Kwikon Co., 626 W. Jackson Blvd., 
Chicago. 





KITCHEN VENT FAN 











— : ey 
FEATURES .. . Automatic wall box 
vent fan with baffle plate. DETAILS 
. . « According to manufacturer, baffle 
plate increases efficiency by providing 
greater air delivery and reducing tur- 
bulence around fan blade. MADE BY 
. . . Signal Electric Mfg. Co., Menomi- 
nee, Mich. 





TOASTER 





FEATURES . . . Two slice, open type 
door. Toast always visible. Door swings 
out to reverse toast. Chrome plated 
with black knobs. Knobs at either end 
provide portability even though toaster 
is hot. Mica and Nichrome ribbon ele- 
ment is 115 volts, 575 watts. For a.c. 
or d.c. MADE BY ... Stern-Brown, Inc., 
42-24 Orchard St., Long Island City, 
New York. 
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SEEING MADE EASIER..SALES MORE PROFITABLE 


More light for better sight at a given 
cost of energy is assured by this effi- 
cient mercury lamp. This means 
bigger profits for your customers — 
more profitable sales and repeat 
orders for you. » » » Better lighting 
with General Electric Type H Mer- 
cury Lamps makes the mere physi- 
cal act of seeing easier. Eye strain is 
reduced and uniform high quality 
production assured. Blended with 





..-WITH THIS PRODUCTION LIGHT 


tungsten filament light, mercury 
light produces illumination which 
blends well with—even simulates — 
daylight. » » » Take full advantage 
of this opportunity to increase profits 
by selling “engineered lighting to fit 
the job” in every branch of industry. 
Field promotion men of the General 
Electric Company will gladly assist 
you in any way possible. Complete 
details are available. 


Order your auxiliary de- 
vices which were designed 
especially for this lamp 
from the General Electric 
Vapor Lamp Company. 


GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. 
891 Adams Street, Hoboken, N. J. 


942H 


Incandescent Lamp Department 
Dept. 165, Nela Park, Cleveland, Ohio 
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Changes At 
Mill Power Supply 


Frank T. 


Wilhite, who has been do- 
ing engineering work for the Mill 
Power Supply Co., Charlotte, N. C., has 
been transferred to the sales staff, cov- 
ering the Greensboro territory. Paul 
E. Miller is now in the purchasing de- 
partment. 
service. 


He was promoted from order 
His work there has been taken 
over by W. S. Lachicotte, who was in 
the warehouse. Harvey Jenkenson and 
A. B. Little are new men in the ware- 
house. Jenkenson, a recent graduate of 
Duke University, is a newcomer to the 
electrical business. Little with 
Westinghouse Lamps. 


was 


Ofticers of 
Pittsburgh League 


The Electric League of Pittsburgh 
has again put Warren I. Bickford, 
Wesco manager, in the _ president’s 


chair. A. J. Millington, Jr., General 
Electric Supply manager, is vice-presi- 
dent. George A. Gardner, Duquesne 
Light Co., is secretary and Ludwig 
Hommel, Ludwig Hommel & Co., has 
charge of the treasury. 


Legitimate Channels 
For Toastmaster Products 


K. C. Gifford, 


general sales man- 
ager of the Toastmaster Division of 
McGraw Electric, sent a letter last 


month to all his distributors announc- 
ing that Toastmaster was determined to 
keep its products out of any mail order 
catalogues that might reach other than 
regular retail dealers. 

His action is based on the belief that 
this policy is more beneficial to dis- 
tributors, retailers and Toastmaster it- 
self. The letter also gave fair warning 
that the company reserves the right to 
withdraw discounts from any distrib- 
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utor who sells Toastmaster merchan- 
dise, (1) to a concern who in turn 
shows it in a mail order catalogue 


reaching other than dealer channels, or 
(2) sells outside his regular trading 
area. 


Hardware & Supply 
Shows Adequate Wiring 


Hoyt O. Smith, manager of the elec 
trical department of the Hardware & 
Supply Co., Akron, has been using the 
sound-slide film, “Power for Living” 
to sell adequate wiring in that territory. 
So far 3000 architects, home- 
builders and prospective home-builders 
have seen the film. 

Smith says that the story on eliminat- 
ing extension cords and having adequate 
copper capacity has made the greatest 
impression on the visitors. 


some 


Madison Electric 
Celebrates 25 Years 


This year the Madison Electric Co., 
Detroit, is celebrating its 25th anniver- 
sary. Morris Blumberg, founder of the 
company, started in the electrical busi- 
ness in 1901 with Frank C. Teal & Co. 
He was there 13 years, then established 
the Morris Blumberg Electric Co. on 
April 15, 1914. His brother, Max, joined 
him as a counter man and they have 
been together ever since. 

Their beginning was modest, but 
three years later they moved to a four- 
story building on Jefferson Ave. near 
Randolph. The Blumberg brothers con- 
tinued to and in 1922 went 
to 325 Jefferson Ave., where they had 
30,000 square feet of space. At this time 
they incorporated, with Morris as presi- 
dent and treasurer, Max as vice-presi- 
dent, and Herbert White as secretary. 

Then in 1931 the company was moved 
to its present location at 282 E. Mil- 
waukee Ave. and the name was changed 


progress 
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FACING FRONT is Leonard Fryer, 
sales manager at Graybar’s San Fran- 
cisco house. While Hector Cantua of 
the service department is busy talking 
to Miss Haddon. 








































































































AN UNUSUAL POSITION because C. 
W. Hoover, Jr. of the Riechman- 
Crosby Co., Memphis, is usually on 
his feet, dogging after business. Since 
February Ist he has been covering 
northeastern Arkansas and southeast- 
ern Missouri. Before that, he spent a 
year inside. 

























































































































































































NOT OFTEN can Louis Arnowitz be 











found in the office. His time is spent 
out covering part of the country terri- 
tory for the West Philadelphia Electric 
Supply Co. Lou sells the whole line. 
























































the Madison Electric Co. In 1937 
branch was opened at 14241 Fenkell 
ve., and last April another one at 
1034 Gratiot Ave. 

Today there are 53 employees on the 
iyroll. Two of them, Herbert White, 
ecretary, and George Kluwe, buyer, 
iave been on the job since 1916. Wil- 
iam Coleman, salesman, Daniel Black- 
urn, shipping department, Mrs. Louis 

Kniel, cashier, and Louis Kniel, man- 
ger of the Gratiot branch, have been 
vith Madison more than 15 years. 


Reichardt Issues 
New Catalogue 


The Reichardt Electric Co., Houston, 
has just issued a 56-page catalogue. 
This 1939 edition with pages measuring 
%” by 112”, contains illustrations, de- 
scriptions and prices of the company’s 
line of wiring materials, appliances and 
lighting equipment. It opens with four 
pages of ventilating equipment, thereby 
tieing-in with the season when the trade 
is cooling-conscious. 

This house which was started by H. 
F. Reichardt in 1932, with two or three 
employees and 6,000 square feet of floor 
space, now has fifteen on the pay roll 
and occupies a four-story brick build- 
ing having 24,000 square feet of floor 
space. 


Men Shifted At 
G. E. Supply, Denver 


John M. DePue is now branch sales 
manager for General Electric Supply at 
Denver. He succeeds H. R. Bygel, who 
resigned to start a business in Albu- 
juerque. A. H. Colson is appliance 
specialist in the northern territory and 
Marvin J. Baker has the same work 
in the southern area. E. D. Heintze is 


selling supplies in the Denver section. 
This work was formerly handled by 
H. M. Olmstead, now in the office or- 
ganization. Guy A. Herron is a new- 
comer to the sales force. And Wayne 
E. Borth is heading the newly created 
promotion department. 


Wesco Shifts 
In Central District 


W. F. Harper has been moved from 
the Flint, Mich., house of Westinghouse 
Electric Supply to Grand Rapids as 
branch manager. He succeeds E. J. 
Bonswor who resigned. H. D. Black- 
burn, formerly a salesman at Cleveland, 
has been promoted to branch manager 
at Flint. His former territory has been 
taken over by H. J. McCullough, a new- 
comer to Westinghouse. 


Allen-Bradley Appoints 
Missouri Valley Electric 


The Missouri Valley Electric Co., 
Kansas City, has been appointed whole- 
sale distributor of Allen-Bradley motor 
control equipment in Kansas and west- 
ern Missouri. 


Morrison Heads 
Philadelphia Group 


John .A. Morrison has been named 
managing director of The Electrical 
Association of Philadelphia, succeed- 
ing George R. Conover, who resigned 
to become manager of the Public Rela- 
tions Department of the Philadelphia 
Electric Co. 

Morrison has been manager of the 
Merchandising Bureau of the Associa- 
tion since 1937. Born in Boston, he is 
a graduate of Wentworth Institute and 





PART OF THE STAFF of the Fox Electric Supply Co., Elgin, Ill., steps out into the 
sunshine. From the left are: W. S. Tobin, G. Volmer, L. Hasselquist, H. R. John- 
son, I, Hasselquist, R, Britton, E. Ihrke, E. Graening, A. Meyer, H. Wilkinson, and 
the boss, E. E. Hasselquist. 
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has had wide experience as a dealer, 
manufacturer’s representative and as 
appliance sales manager for the Cam- 
bridge (Mass.) Electric Light Co. 

Conover was managing director of the 
Association for ten years. During that 
time he built the membership from 150 
to approximately 800. Known through- 
out the country for his leadership in 
league activities, he is a past president 
of the International Association of Elec- 
trical Leagues and a member of the 
National Adequate Wiring Executive 
Committee. 


Suggestions Invited 
For McGraw Award 


For the fifteenth year, the James H. 
McGraw Award is inviting recommen- 
dations as to men who should be con- 
sidered for medals in 1939. Four an- 
nual awards are provided—a Whole- 
salers Medal, a Manufacturers Medal, 
a Contractor-Dealers Medal and a Co- 
operative Medal. They are provided 
to give public recognition to those per- 
sons who contribute enterprise and en- 
thusiasm for the advancement and prog- 
ress of the electrical industry. 

The Award was established and en- 
dowed by James H. McGraw in 1925 
to encourage constructive thinking and 
action in our industry. 

Recommendations should be addressed 
to the James H. McGraw Award, 330 
W. 42nd St., New York. 


Kahn of G. E. Supply 
Now Vice President 


Jacob A. Kahn, who has been district 
manager at Salt Lake City for General 
Electric Supply, has been elected com- 
mercial vice president of the company. 
He continues the management of the 
Rocky Mountain district. 


Tatum Heads 
Broome Sales 


J. E. Tatum is now sales manager 
for the Broome Electric Co., Amarillo, 
Tex. He has been operating the Tatum 
Electric Co. at Athens, Tex. But he 
is no newcomer to Broome, for he was 
with them until 1937 when he went on 
his own. 


Adequate Wiring 
in Indianapolis 


The electrical industry of Indianapolis 
has stepped out and sold adequate wir- 
ing. They have done it by cooperating 
with The F. M. Knight Realty Co., 
builders, in thoroughly electrifying a 
fine model home. 

When the home was ready for in- 
spection, they bought full page space 
in the local papers to tell what the 
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THE BOSS of Co-Op Electric Supply Co., Chicago, lines up with four of the 


counter salesmen. 


From the left, H. D. Roseth, president, Ed Schwimmer, A. 


Valancius, Joe Williams and Henry McKinney. 


adequate wiring in this new home was 
all about. And this home made news, 
so the editors played it up heavily. 

This movement is sponsored by the 
Adequate Wiring Committee of the local 
electrical league. A. J. Callaway of 
Graybar heads the committee and he 
received the support of six wholesalers 
and twenty-two contractors in wiring 
and equipping the home. 


Hagerstown Stages 
Industrial Show 


The Southern Engineering 
of Hagerstown, Md., recently put on a 
two-day Industrial Electric Show. Sev- 
eral hundred contractors, maintenance 
engineers, plant superintendents and 
utility men hailing from Maryland and 
portions of West Virginia, Virginia and 
Pennsylvania, saw and learned about 
the latest electrical developments. 
Twenty-five manufacturers had_inter- 
esting exhibits on display. 

The Tristate Electrical 
devoted its March Tesco 
Sparks to the show. This eight-page 
magazine carried a picture-story of the 
exhibition. 


Si ciety 


Supply Co. 
issue of 


Montreal Club 
Elects Officers 


\t the annual meeting of the Elec- 
trical Club of Montreal, recently held 
at the Queen’s Hotel, W. Lyall Gray 
was elected president, 
Atchison. 


succeeding 
George R. 


Other officers are R. N. Coke, first 
vice-president - C. F. Ritchie, second 
Fairchild, secre- 


vice-president; B. C. 
tary-treasurer. The following men were 
elected directors, serving until 1941: 
C. Garfield Abbey, L. I. Playfair, D. J. 
Beatty, Leon Beauchamp and H. E. 
MeDrudden. 

In reporting on the club’s activities 
for the past year, Secretary Fairchild 
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said the membership was the highest in 
the organization’s 23 years of exist- 
ence, with 356 on the roster, compared 
to 346 for the previous year. 


Sangamo Moves 
Dana Johnson 


Dana Johnson has been promoted 
to works manager of Sangamo Electric’s 
England factory. This is not his first 
job in foreign territory, as he spent 
eight years as manager of the com- 
pany’s interests in Japan. He returned 
from there in 1928 and since then has 
been assistant general sales manager. 


Miss Kellems Talks 
To Kansas City Group 


Late in March Miss Vivien Kellems, 
president of Kellems Products, Inc., 
The Electric Association of 
Kansas City and scored a big hit. More 
than a hundred members and guests 
heard all about the grips she makes for 
pulling cable and wire. Her stooge in 
putting on the demonstration was C. W. 
Wilson, who presided at the meeting. 

She also championed the cause of 
women in business. She said that 
manufacturers should use women in de- 
signing appliances; that women should 
be given more responsible positions in 
industry and that electrical women 
should band together to extend their 
influence on behalf of the industry. 


addressed 


Scranton Electric 

Selling Zenith 

The Scranton (Pa.) Electric Con- 
struction Co. is now distributing Zenith 


radio lines in northeastern Pennsyl 
vania. William Tague and Hatfield 
Fowles, who have been with Zenith, 
have joined the sales staff of the dis 


tributing firm. 





Wesco, Sacramento, 
Changes Personne! 


The Westinghouse Electric Suppl) 
branch at Sacramento, Cal., has mac 
a number of personnel changes recently 
Cyril Yezden is selling appliance line 
in northern California. John B. Tayloi 
is covering the same territory with sup 
plies. Willard C. DuFrane is selling 
at the counter and William Gately ha 
joined the shipping and receiving staft 


Thor Names 
Several Executives 
Jason Hurley is now vice-president 
of the Electric Household Utilities 
Corp., makers of Thor laundry equip 


ment. In this job Hurley has charge 
of the central division, covering 15 
states. He started as a salesman at 


St. Louis in 1931. 
W. H. Knight has been elected vice 
president in charge of the east coast. 


He headquarters at Newark, N. J. 
Knight was a division manager for 
Firestone Rubber before going with 


Thor. John H. Sullivan has been named 
vice-president in charge of manufactur- 
ing. And George P. Jackson is now 
manager of Thor’s Newark office. 


New Men, Building 
For Tab Electric 


The Tab Electric Supply Co., Tren- 
ton, N. J., has added A. W. Towsen, 
formerly of York Ice Machinery, and 
J. Metz, formerly of Bryant Gas to the 
staff. The company has purchased the 
building which housed the old Trenton 
Electric & Conduit Co. at Tyler and 
Canal Sts. This provides an additional 
10,000 square feet of floor space. Tab 
has also taken on lines of 
ing, prefabricated duct 
equipment. 


air condition 
and heating 


Baltimore Wholesalers 
Set Up Organization 


The Wholesalers of Baltimore have 
organized to promote friendly relations 
and work for the betterment of the in- 
dustry generally through cooperative ac 
tion with the several other branches. 

Meetings are being held once a month 
at the Hotel Emerson. Officers of thx 
group are J. W. Turner, president: 
Charles Vogel, treasurer, and L. E 
McCalley, secretary. Thirteen houses 
are in the club. 


Paragon Adds 
Sales Representatives 


The Paragon Electric Co., manufac- 
has 
representa 


Inc., 11 W 


turers of timers and time clocks, 
appointed three new sales 


Herske & Timmis, 


tives. 
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id St., New York, is covering east- 
n New York, including the city, and 
rthern New Jersey. C. T. Moore, 
203 Mutual Bldg., Kansas City, is sell- 
g in Kansas, Oklahoma and western 
Missouri. Conrad R. Bangh, 503 Sun- 
erland Bldg., Omaha, is traveling Ne- 
aska, South Dakota and_ western 
lowa. 





Happenings At 
G. E. Supply, Chicago 





Hal Newbold, district appliance sales | 
anager for G. E. Supply, Chicago, has | 
eveloped an effective promotion, tieing- | 


n his Hotpoint dealers with the famous 
Chicago Stadium. At this sporting cen- | 
ter, where Chicagoans see the bike races 
nd prize fights, there are two large and 
well illuminated displays in the lobby, 
showing Hotpoint appliances. 

Each program carries a full page 
id on Hotpoint. Then between events, 
the loudspeaker system calls attention to 
the displays and the advertisement. 





Several personnel changes have been | 
made at this house. N. J. Siskin is sell- 
ng appliances along the north shore. 
He was with General Electric’s radio | 
lepartment. H. L. Fordham is handling | 
upplies in the suburban territory and | 
G. W. Becic is now sales promotion | 
anager. He had been with General | 
Klectrie’s merchandise department. | 

Sylvania Enlarging | 


Emporium Plant 


Hygrade Sylvania will start 
rk on an addition to its tube plant 
Emporium, Pa., which will add 50,- 
000 square feet of space. The enlarge- 
ent, consisting of two wings to the 
present brick and steel building, will 
iouse offices, a cafeteria and a boiler 


room, 


soon 





| 
New Managers 
At Hawaiian Electric 


Paul Anderson is now in Honolulu, 





merchandise manager of The 
llawaiian ‘Electric Co. He had been 
ith Westinghouse Electric Supply, | 


ss Angeles, as head of the lamp de- 
partment. J. W. Smith is now sales 

inager of the jobbing department for 
Hawaiian. 


RCA Television 
At New York Fair | 


Anticipating great interest in tele- | 
sion, RCA is devoting a good portion 
its exhibit at the New York Fair to 
owing the visitors what it is all about. 
here are eight working displays in | 
They are: | 





e television exhibition. 
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SHU R-LAG 
RENEWABLE 
(KNIFE-BLADE TYPE) 
In seventeen different ratings, from 


70 to 600 amperes, for either 250 or 600 
volts. 





SHUR-LAG RENEWABLE FUSES 
IN BOTH THE KNIFE-BLADE AND THE FERRULE TYPE, 
ARE THE SIMPLEST AND STURDIEST TIME-DELAY FUSES 
MADE, AND THE EASIEST AND QUICKEST TO RENEW 





SHUR-LAG 


RENEWABLE 
(FERRULE TYPE) 


In twelve different ratings, from 3 to 60 amperes, for either 250 or 600 volts. 








BLAC-LINK 


PLUG FUSES 


C-OUICK THERM-A-TRIPS 
Reg. U.S. Pat. Off. 
PLUG FUSES 

The original fuse so 
marked thata clearam- 
pere rating is always 
readable. Link gives 
positive and unfailing 
indication whether fuse 
is intact or blown. 


(Fuses with thermal cutout) 

Eliminate guess-work 
in locating a fuse when 
blown. 


Provide time-delay. 
The simplest, surest, 
most economical pro- 
tection for motor cir- 
cuits. Plainly indicate 
when blown. 





For full details ask 


She CHASE-SHAWMUT COMPANY 
NEWBURYPORT. MASSACHUSETTS 
Fuse makers sinee 1893 











Hall of Television, Television Labor- 
atory, Radio Living Room of Tomor- 
row, Radio Living Room of Today, 
‘Telemobile’ Unit, Television Camera 
and Transmitter, Flask Type Receiver 
and Stock Model Receiver. 


Happy Days At 
Electric Supply 


The Electric Supply & Equipment 
Co., Greensboro, N. C., held its annual 
banquet in March, at which time the 
employees received a bonus of five per 
cent of their annual salaries. This was 
given in addition to the week’s salary 
handed out by Santa Claus. 

It looks as though Santa will be 
around next Christmas, too, for their 
business is running 35 per cent ahead 
of 1938. Sales and profits for ’38 were 
about 16 per cent off from 1937. 

P. G. Boone, who has been _ book- 
keeper, has been promoted to credit 
manager. Joe Campbell is a new man 
on the roster. He is selling at the 
counter. 


Nason Upped 
By Westinghouse 


Frank L. Nason has been appointed 
New England district manager of the 
Westinghouse Electric & Mfg. Co., 
with headquarters in Boston. He suc- 
ceeds the late J. P. Alexander. 

Nason has been in that territory for 
28 years, the last 15 as manager of the 
central station division. That work has 
been taken over by L. E. Lynde, who 
will also retain his position-as trans- 
portation manager of the New England 
district. He has been with the company 
since 1920 when he started in the stu- 
dent engineers’ training course, follow- 
ing graduation from the University of 
New Hampshire. 


Electric Carnival 
At Jackson, Tennessee 


The Jackson Electric League, TVA 
and the city electrical department held 
a three-day Spring Electric Carnival 
at the Armory late in March. Distribu- 
tors and dealers cooperated in showing 
appliances. Highlight was a cooking 
contest in which the George Rectors 
of the Rotary, Lions and Exchange 
Clubs took part. 


Washers Up, 
Ironers Off 


Household washer shipments for the 
first quarter reached 392,519 units, an 
increase of 38.03 per cent over the first 
quarter of 1938 and 47.29 per cent over 
the last quarter of ’38, according to 
figures released by J. R. Bohnen, execu- 
tive secretary-treasurer of the American 
Washer and Ironer Manufacturers’ As- 
sociation. This was the industry’s best 
quarter since the third in 1937. 

Ironer shipments, on the other hand, 
were off. During the first quarter 27,- 
831 units were shipped as compared to 
the 30,517 of last year. Shipments 
were also under the last quarter of ’38 
when 27,959 went out. Encouraging, 
though, is that March shipments totaled 
11,607 as compared to 10,727 last 
March. 


Iron Makers 
Promoting Automatics 


The electric iron manufacturers of 
NEMA are promoting automatic irons. 
There are some 22,000,000 irons now 
in use, but only 10,000,000 of them are 
automatics. And that is the market the 
campaign is pointing to. 

The program is built around the 
slogan “Your Old Iron Is Costing You 





MINNEAPOLIS HOME of the Graybar Electric Co. This spring, the boys located 
in these completely modernized buildings at 824 S. Fourth St. Here they have 
much more warehouse space than formerly and it has been designed for better 
selling and faster service. 
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Money”. Advertising will stress suc] 
advantages as safety, economy, an 
ease of using. 


Better Lighi 
Plans for Fal! 


J. E. North, chairman of the Nationa! 
Better Light-Better Sight Bureau, has 
announced that October will be observed 
as better light month. The optical in 
dustry is cooperating with the bureau 
and has named the last week in Septem- 
ber as Better Vision Week. As here- 
tofore, the paint manufacturers are 
tieing-in with the program. 

The bureau will have various types 
of publicity and advertising material 
available including radio scripts and an 
educational slide film, “Dawn of a New 
Day.” 


South Bend 
Shows Appliances 


The appliance industry of South 
Bend, Ind., held its first exhibition from 
March 28 to April 2, and some 50,000 
persons saw the latest wrinkles in elec 
trical appliances. There were 31 dis 
tributor and dealer booths and 16 manu 
facturer displays in the show. 


Hadlock Named 
G. E. Radio Manager 


Perry F. Hadlock, who has been as 
sociated with the manufacture, design 
and sale of General Electric radios fo1 
the past eleven years, has been pro 
moted to manager of radio sales. He 
succeeds E. H. Vogel, who resigned 
recently. 

Hadlock joined General Electric’s test 
course in 1921, following graduation 
from Clarkson Tech. The following 
year he went to Schenectady in the 
radio engineering division. He resigned 
to go with Pettingell-Andrews Co., 
Boston wholesaler, as radio specialist 
In 1924 he joined the Framingham Co., 
as sales manager, and the next yeai 
became president of the Mutual Radio 
Co. He returned to General Electric 
in 1928. 


Philadelphia League 
Presents Plan Book 


The Electrical Association of Phila 
delphia has issued an attractive and 
comprehensive booklet to its member 
ship announcing plans for promotin; 
ranges, refrigerators and heaters. Cook 
ing schools; exhibits; newspaper, di 
rect mail, billboard and radio advertis 
ing are being used in the program. T: 
stimulate wholesalers and dealers, cas! 
prizes will be given for outstanding 
sales efforts. And the utility has co 
operated through rate reductions. 
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Hotel, Halifax, N. S., and snuffed 


A WHOLESALER and contractor face 
it together. Al Phillips, left, sales man- 
ager of the Incandescent Supply Co., 
San Francisco, was _ congratulating 
Hugo Frank, an enterprising Oakland 
contractor that day on a wiring job 
Frank has just completed. The home 
has 350 convenience outlets and some 
30,000 feet of No, 12-2 conductor ar- 
mored cable, with other ingredients in 
proportion. 





Kitson Directing | 
Norge Range Sales 


Arthur Kitson is now manager of 


electric range sales for Norge. For sev- 
eral years he has been Norge range 
specialist, advising on product, design, | 


iarket requirements and sales. He has 


1ad some 19 years experience in mer- 
‘thandising electric ranges. 


Wickenden On | 
Apex Board 


. William E. Wickenden, president of 


the Case School of Applied Science, 


as been elected to the board of direc- 
rs of the Apex Electrical Manufac- 


turing Co., Cleveland. E. J. Kulas, | 
president of Otis Steel and Midland | 


‘roducts, is also a new member of the | 
oard, 


Fire Ruins | 
Canadian G. E. Building | 


A fire which started in the Queen | 


ut 20 lives, spread to the adjoining 
juarters of the Canadian General Elec- 
ric Co. None of the General Electric 
mployees were endangered, as the fire 
tarted early in the morning, before 
orking time. 


Jackson Starts 
Appliance Company 
W. Keene Jackson has organized the 


.eene Appliance Co., with headquarters 
n the First National Building, Ann 





\rbor, Mich. The company will soon 
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A REAL 2-WAY 
PROFIT MAKER 


Carboloy Drills will 
increase your sale of 
expansion anchors 
too—because Carbo- 
loy insures faster, 
more accurate fits. 
You sell more drills 
and more expansion 
anchors. 









THE i —— , " 
wets = duction has been practically doubled each month for 2 
wont ee 








Even Greater Economy 
with the 


MOST AMAZING 
DRILL DEVELOPMENT 
Ever Offered to the 
Electrical Trade 




















Never has a new drill development enjoyed such instant 
















































demand from electricians as this special fast, quiet drill has 
received. Just introduced in Janvary—and already pro- 


successive months following the first 30-day introductory 
period. The result is a reduction in prices ranging up to 
31% on 14 of the 16 standard sizes. 

These néw, low prices mean greater sales possibilities — 
a chance to sell a larger cross section of your trade. That, 
plus the fact that Carboloy Drill Points help the sale of port- 
able drills, make this a real sales opportunity. 


DRILLS 50% FASTER 
LASTS UP TO 50 TIMES LONGER 


Here’s what you can offer your customers when you 
sell Carboloy Masonry Drills: (1) 50% to 75% faster 
hole penetration. (2) Up to 50 times longer drill life 
per sharpening. (3) Quieter operation (eliminating 
much night work). (4) Clean, accurate holes. No 
ragged edges. (5) Faster and snugger installation of 
expansion anchors. (6) At least a 50% saving in 
by a time. 

+ You'll like the Carboloy Masonry Drill not only for 
these rapid selling qualities but also because it helps 
to sell more rotary electric portable drills! When you 
demonstrate portables with the Carboloy Drill Point 

© you can do a better, faster job with any portable drill. 

Get full details. Send coupon. 


CARBOLOY COMPANY, INC. 
Detroit, Michigan 





Send for FREE LEAFLET... 


CARBOLOY COMPANY, Inc. 

OR 11133 E. 8 Mile Rd., Detroit, Mich. 

SEND COUPON F Send Free leafiet on Carboloy Masonry Drills and 
FREE LEAFLET include quick-profit resale proposition. 


and QUICK-PROFIT Company 
RESALE 
PROPOSITION Individual 
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NEW 
INDUSTRIAL 
SIGNAL 

























The 
FEDERAL 


RESONATING 
HORN 


A powerful distinctive electric horn for 
industrial fire alarm, call system, or warn- 
ing signal applications. 
Produces a resonant penetrating tone 
similar in quality to a compressed air, 
or electric air, whistle. 


Yes, like other Federal Horns, it is 


ECONOMICAL 
POWERFUL 


DEPENDABLE 
WEATHERPROOF 
WATERTIGHT 
NON CORRODIBLE 


For prices and discounts write to 


FEDERAL ELECTRIC CO., INC. 


8758 SOUTH STATE STREET 
CHICAGO, ILLINOIS 













































Safe-flex will help 
you make your 


FIGURES 


















































AST year, Safe-flex 
outsold all other 
10-inch fans combined. 















That's proof for your 
trade that their cus- 
tomers demand the 


safety, the silence, the 
super-breezepower of 

| this fan with flexiblerubber blades. 
The 1939 Safe-flex is a bigger value than 
ever before. Striking improvements in de- 
sign and construction put it far and away 
ahead of competition. 





Let Safe-flex be your quota-maker. For your 
} full share of 1939 fan business, back the 
winner—SAFE-FLEX. 


SAMSON 


Safe-flex 
the original 


RUBBER BLADED ELECTRIC FAN 
SAMSON UNITED CORP * ROCHESTER, N. Y. 
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announce a line of radios. For the past 
eight vears, Jackson headed sales for 
the International Radio Co. And he had 
been in radio from its earliest days. The 
company’s products will be sold through 
distributors. 


Canada Stages 
Electric Show 


On April 20, 21 and 22, 
tional Electric Show of Canada, was 
held in the Maple Leaf Gardens at 
Toronto. Augmenting the conventional 
booth-presentation, the Canadian elec- 
trical industry also presented their lines 


the first Na- 


on the stage through such dramatiza- 

tion as “The Canadian Cavalcade of 

Electrical Living,’ and “Fantasy of 
Light.” 

Ward Leonard Has 

New Philadelphia Address 

The Philadelphia office of the Ward 

Leonard Electric Co. is now located at 

1600 Arch St. Frank Beede, who has 


been at the Chicago branch and before 

that at the factory as a sales engineer, 

heads up the Philadelphia office. Wil- 

liam Tompkins and Lester B. Free are 
hi al staff. 


mM Nis Sales 


G. E. Supply Opens 
Appliance Branch 


The General Electric Supply Corp. 
has opened a warehouse and show room 
| at 402 Carroll St., South Bend, Ind., 
| for the distribution of Hotpoint major 
| appliances. John McGlinchey, who 
| had been with Edison General Electric, 
has charge of the branch. He reports 
| to Chicago. 





Wesco, Atlanta 
Has Open House 


The Westinghouse Electric Supply 
branch at Atlanta, recently held open 
house for a week. Their complete line 
of supplies, appliances and lighting 
was viewed by the trade of that terri- 
tory. 

The outstanding feature was an eve- 
ning meeting when some 200 contrac- 
tors, dealers, utility men and mainte- 
nance engineers were on hand to see 
and hear the Westinghouse story and 
have a fine buffet supper. That same 
evening $150 worth of prizes were 
awarded for the best estimates on the 
number of items carried at the house. 


MEN ON 


THE MOVE 





E. L. Wiley of 1700 Amhurst Place, 
Charlotte, N.C., is covering the south- 
east for the Blackstone Mfg. Co., manu- 
facturers of washers, ironers and clean- 
ers. A veteran of 12 years in appliance 
merchandising, Wiley has been special- 
izing on washers since 1934. 
* 


E. H. Moncrieff has joined the city 
sales force of Melville B. Hall, Inc., 
St. Louis. He has been out of the 
electrical business recently, but had been 
affiliated with McGraw Electric and 
Central Telephone. 

* 

Tom Roberts is traveling the country 
territory for Loeb Electric, Columbus, 
Ohio, and Arthur E. Loeb, Jr., is han- 


dling citv accounts. 








THE PURCHASING AGENTS of Indianapolis held a show recently and General 


Electric Supply Corp. had a booth to show its wares. 


Before the crowds arrived 


the photographer snapped H. E. Resch, Kyle Herder and K. D. Weghorst of 
G. E. Supply and A. T. Allison of Trumbull. 
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W. C. Jones is now assistant advertis- 

ng and sales promotion manager of 
e “wy ; 
Bendix Home Appliances, Inc. He en- 
tered the electrical business in 1930 as 
a member of General Electric’s refrig- 
erator advertising department. 


* 


William N. Woodard is now selling 
for Rumsey ‘Electric, Philadelphia. He 
had been with Germantown Electric 
there. 

- 

L. C. Brady is covering Wyoming, 
Colorado, New Mexico and eastern Mon- 
tana for the Proctor Electric Co. He 
headquarters at 2835 Colorado Blvd., 
Denver. Kirby R. Houghton is traveling 
New York state. He has had 19 years 
experience in appliance merchandising. 
Miss Ann Sampson is also a newcomer 
to the Proctor staff. She is demonstrat- 
ing in New York. 

* 

E. A. Casey has been transferred by 
Anaconda to the Pacific Coast territory. 
He had been working out of Denver. 
His sales operations there have been 
taken over by A. W. Dunham, Jr. 


* 


C. R. Donovan, who formerly repre- 
sented NEMA in business development 
ictivities, has resigned to go with the 
Owens-Corning Fiberglas Corp. 


* 


Ralph King is now store manager for 
the Sierra Wholesale Electric Co., 
Fresno, Cal. He has replaced Marlo 
Denning. 


OBITUARIES 


David Brewer 





David Brewer, 60, Canadian sales man- 
ager for Landers, Frary and Clark, New 
Britain, Conn., died on April 22nd. A na- 
tive of Montreal, Mr. Brewer had been 
with Landers, Frary and Clark for thirty 
years, and had been Canadian sales man- 
ager for the past eight years. 


He is survived by his widow and one 


daughter. 


B. A. Dickerson 


B. <A. Dickerson, vice-president and 
general sales manager of Faries Manu- 
facturing Co., Decatur, IIll., died April 9. 

He was born in 1889 in Vera, Ill. He 
joined the Faries Manufacturing Co., 32 
years ago, and worked his way up through 
various departments to the position he 
eld at the time of his death. 

He was a member of some of the early 
trade associations, including the Artistic 
Lighting Equipment Assoc. He was a 
member of the Illuminating Engineering 
Society. 

Surviving are his father and his widow. 


Ralph S. Dobbins 


Ralph S. Dobbins, president and man- 
ager of the United States Electric Co., 
Springfield, Ill., died, after an illness of 
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Tough — long wearing — heavy duty 
60% jacketed 


PORTABLE CORDS 
WELDING CABLES 
MINING MACHINE CABLES 


Designed for maximum flexibility, to resist fracture 
due to twisting, and with strength to withstand sharp 
jerks and pulls under torsion. 


Send for samples. 











HERE'S ONE BABY YOU DONT HAVE 10 PUSH 



















BURNDY 
SCRULUG 


One of the mos! 
popular items in the 
Burndy line, this stur- 
dy, inexpensive ter- 
minal is made in four 
sizes that take 20 
conductor sizes. The 
Scrulug's one-piece 
design speeds up in- 
stallation, prevents 
loss of parts. A fa- 
vorite with electrical 
men everywhere! 


, lines call for plenty of ‘‘pushing’’ along 
the sales front. Not so with Burndy Connectors! A 
powerful advertising campaign has been telling Burndy's 
story to your customers for years and years... telling 
it in a way that makes personal selling easier, faster, 
more profitable! Write for catalog and full information. 


BURNDY 


ENGINEERING CO.. INC. + 459 EAST 133" STREET, N.Y.C. 
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Type KPA 








For wd E W ond 





see the 
PENN-UNION 


You will 


Economy. 
For instance: 


A really 
“universal” lug, 


each size taking a wide range 
of wire and cable sizes—the 


PENN-UNION 
Quick 





The  orig- te 
inal “solder- 
less” connec- 


tor that is de- | 


pendable both ™ - 


electrically 
and mechani- 
cally — an-f& 
other PENN- 

UNION de-' 
velopment. 


More than 6,200 Items— 









thoroughly tested...Dependable. 


Preferred by 
leading utilities 
and “indus- 
trials", and 


Sold by leading jobbers 
PENN-UNION 
ELECTRIC CORPORATION 


‘ find connectors 
give you new Convenience and 







and permanent 





Fittings 
Catalog. 
that 


E-Z Terminal. 
con- 
nection. 


Hinged E-Z 
Tee — you 
carry 1 size 
instead of 15, 
as branch or 
tap takes a 
wide range of 
wire and cable. 
One piece de- 
sign. Self- 
locking nuts. 


for all combi- 
nations of 
tube, bar, ca- 
ble, and wire. 
All sizes. 
Every item 














ERIE, PA. 
You'll find it in the complete line 


UNION 


Conductor Fittings 
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several months, on March 8. He was 51 
years old. 
Mr. Dobbins had been with United 


States Electric for the last 17 years. He 
was associated with Thomas W. Quinlan 
until the latter’s death, when Dobbins 
purchased the business. 

He was born at Shelbyville, Ind., Octo- 


ber 5, 1888. Following his graduation from 
Franklin College, he took post-graduate 


| work at the University of Chicago, and 


| field to 


then taught school at Sioux City, Iowa. 
In 1915 Mr. Dobbins moved to Spring- 
teach at the Springfield High- 
school until 1917, when he enlisted in the 
U. S. Navy. After his discharge the fol- 
lowing year, he worked for the Federal 
Government as an optical designer at 
Rochester, N. Y. He returned to Springfield 


| in 1921. 
Mr. Dobbins was a member of the 
| Tyrian Lodge No. 333, A. F. & A. M., 


| the Springfield Engineers’ Club, and the 





| opened a 


| there until 





Springfield Chamber of Commerce. 


He is survived by his wife, Lydia 
Quinlan Dobbins, two sons, David and 
Richard, and one sister, Mrs. Louise 
Stanley. 

Albert J. Frank 

Albert J. Frank, 43, sales promotion 


| manager of Warren-Telechron Co., Ash- 


land, Mass. died of a heart attack on 
March 19th. 


Mr. Frank joined Warren-Telechron as 
a machinist in 1919, after serving in the 


army for two years during the World 
War. In 1922 he was transferred to the 
sales department. When the Company 


Hartford office in 1923, “A. 
J.” was made its manager, and remained 
1929 when he was made field 
in charge of all district and 
The following year his 
to sales promotion man- 
remained in charge of 


manager, 
field operations. 
title was changed 
ager, though he 
field operations. 

In addition to his work in the Com- 
pany, he took part in many civic and other 
local activities. He was a member of the 
Masons, the Veterans of Foreign Wars, 
and the Civic League. 

He is survived by wife, Virginia, 
and two daughters, Ann and Kathryn. 


his 


C. F. Hirshfeld 


Dr. C. F. Hirschfeld, chief of research 
of the Detroit Edison Co., died on April 
19, after an illness of several months. 


Dr. Hirschfeld’s work included consult- 
ing practice in several branches of engi- 
neering, many noted research activities, 


war service in 1918-1919 as Lt. Colonel 
in the U. S. Ordnance Dept., and writing 
of books and papers on engineering sub- 
jects—including the chapter on Power in 
Dr. C. A. Beard’s “Toward Civilization.” 

Born in San Francisco, Jan. 30, 1881, 
he graduated from the Univ. of California 
in 1902, with the degree of Bachelor of 
Science in Electrical Engineering, and in 
1903 became an instructor at Cornell, 
where he remained until 1913. In that year 
he joined the Detroit Edison Co. as chief 
of research. 

His publications on engineering and 
economic subjects are numerous, and he 
presented papers before the International 
Electrotechnical Congress of 1926, and the 
Second World Power Conference in 1930. 


He had been honored by Rensselaer Poly 
technic Institute, the American Institute « 
Elec. Engineering, the American Societ 
of Mechanical Engineers, and the U: 
versity of Detroit. 

Mr. Hirschfeld is survived by his wit 
two sons, and a granddaughter. 


MEETINGS AHEAD 


Chicago—Radio Manufacturers Ass 
ciation, fifteenth annual convention, 
Stevens Hotel, June 13 and 14. 





Chicago—National Radio Parts sho 
in Exhibition Hall of Stevens Hote! 
June 14 to 17. 

> 


Del Monte, Cal.—Pacific Division 
NEWA at Hotel Del Monte, June 15 
to 17. 

e 


Hot Springs, Va.—National Electrica 
Manufacturers Association at The Hom 
stead, May 14 to 18. 


Hot Springs, Va.—National Electrical 
Wholesalers Association at The Hom 


stead, May 22 to 25. 


Philadelphia— National Electrical Cred- 
Philadelphian, 


it Association at Hotel 


May 18 and 19. 
* 


San Francisco—National Associatior 
of Purchasing Agents at Fairmount Ho 
tel, May 22 to 25. 


MORE FACTS 


ON PRODUCTS 





Conduit Fittings — The 
Co., 1334 N. Kostner Ave., Chicago. Bul 
letin No. 207 illustrates and 
their “Pylets”, a line of heavy duty con 
duit fittings. Pictures of the special fea 
tures of the fittings are included. 


v 


Connectors—IIsco Copper Tube & Prod 
ucts, Inc., 5629 Madison Road, Cincin 
nati. This company’s catalog on solder 
ing and solderless connectors, lugs, fus 
clips, sheet terminals, and ground ro: 


clamps has been especially designed fo 


convenient use, and includes space f 
inclusion of the users extra specificatio! 
and descriptive sheets. 


v 


Cords and Cables—General Cable Cor 
420 Lexington Ave., New York. A 4-pag 
folder giving an engineering analysis « 
General Cable’s super service cords an 
cables, describing the method of pri 
duction, the super 6-T compound toug 
rubber jacket, and other premium fea 
tures, with illustrations and test samp! 
attached. 
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YOU PIONEERS 
APPRECIATE THE 
ADVANTAGES THIS 
SIMPLE METHOD 
MADE POSSIBLE 


Gone are the days of complicated installation 
troubles with fussing over nuts to tighten—NOW, 
two squeezes on the handles of the B-M Indenter 
and you have a connection that is strong and neat 
and at a fraction of the cost of older methods. 
Our method is patented and we limit the use of 
our tools to the installation of our fittings only. 
We are proud of our contribution to the Industry 
which today is honoring our pioneer Wholesalers 
err _ — . and add our congratulations—we wish you many 
. more prosperous years. 





IN THE SUNSHINE is Lloyd R. “Tick” 
Wilson, who is assistant manager of 
the Incandescent Lamp Dept., Southern 
California Division, General Electric 
Co., Los Angeles. 


Electric Eye—Lipman Engineering Co., 
415 Van Braam St., Pittsburgh. A 7- 
age brochure covering their PC-3 High 
Speed Photo Electric counting equip- 
ment, which describes in detail the uses 
i the equpment besides that of counting. 








Distributed by 
THE M. B. AUSTIN CO. + 
| caeaee, Illinois No. 605 
CLAYTON MARK & CO. 
v Evanston, Illinois B-M INDENTER 
or fom Gan - Two squeezes on the handles of the B-M 
: *s4: . r N { Cit vo squeezes e s 0 3 
Explosion-Proof Fittings—1 he Pyle Na- GENERAL ELECTRIC co. Indenter and the Ay aa ont 
4: y . r yeaa " aes “1: i an tic’ Couplings are securely fastened to the 
onal _ gs me, Kostner Ave., Chi- pa oy Electrical Metallic Tubing. 
_ , , ~ . 4 . : 
ago. Bulletin No. 1105 covers their com- | Youngstown, Ohio 
% ? ENAMELED METALS CO. 


plete line of explosion-proof and dust- Pittsburgh, Pa BRIEGEL METHOD TOOL CO. 


tight “Pylets.” It includes illustrations eens vn ge Ry ss co Not Incorporated 
ind specifications for junction pylets, TRIAWEE CONDUR & CABLE CO. GALVA, ILLINOIS 
union hub nuts and sleeves, oscillating a 
switch and tumbler’ switch pylets, 
switches with interlocking plug recep- ° 
tacles, secondary hasbier Laer tl p 2 Oo Oo r Better Built 
pylets, conduit unions, pipe plugs, and OUTDOOR FLOODLIGHTS 
onduit elbows and tees. 
480 LBS. At Prices Within Reach 

v PULL TEST Here’s proof you of Everybody 
Fluorescent Lighting—St. Charles Tech- | ean depend on 
nical Laboratories, Inc., St. Charles, Ill. | ILSCO Solderless 
\n eight-page booklet describing in de- 
tail their “Flex-O-Lite” fluorescent tub- 
ng, giving suggestions for its application , 
nd installation. > | against as much 

as 480 LBs. PULL! 











Lugs to grip 
wires securely — 


Lighting—Fostoria Pressed Steel C« rp., 
Fostoria, Ohio. Fostoria’s fluorescent , bs 
inopies — Localites—are described in Learn what Your 
their new 8-page booklet. It includes | customers who 
ita on 25 different models, ranging from use lugs, think 


single 15-watt model to a two-tube 80- of the ILSCO line ay 8 
. ” ’ ; " . nd the home no 
watt model; measuring 20”, 26”, 38” and Floodlighting —arou 


0” 1 f rerhead. tabl -] Write for large, longer prohibitive in cost. 

oumtan ee eee ee ee attractive display Steber Omnilite Floodlights will take 
™ v card. No cost. No care of this waiting demand. 

| obligation. Central Stations are particularly inter- 

ested in these substantially built, low 

priced floodlights, because of the load 

building possibilities. 


ighting—Lightolier Co., Jersey City, 

J. “Lamps, By Lightolier” is the 
name of their catalog featuring ten 
roups of floor and table lamps for resi- Dealers can develop increased over- 
lential requirements. Designs range Capacity of scale used In 


; : “eat - the-counter sales with these appealing, 
om Early America, English and come ap a hese tolom, merchandising items. 
‘rench to Swedish Modern. The final for #8 to #4 wire range. Sold exclusively through wholesalers. 


ge lists six dealer helps offered by If you do not have Steber Omnilite 

ightolier to increase lamp sales. Floodlights in stock, order your supply 
¥ . now. 

Write for complete Catalogue of dis- 

Lighting and Wiring—Multi Elec. tinctive Steber Lighting Specialties. 

Mfg. Co. 1840 W. 14th St., Chicago. 

Catalog No. 18 gives specifications and | | (ASCO COPPER TUBE & PRODUCTS, INC. ||| STEBER MANUFACTURING CO. 


i\lustrations of standard, threaded, and 5629 Madison Rd., Cincinnati, Ohio 126 No. Union Ave., Chicago, Ill. 
special angle reflectors, diffusers, mercury 
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Here's a fuse line with a 
future. It's different. The 
powder-packed renewal ele- 
ment is not interchangeable 
with ordinary “bare-link” 
fuses. You get all the repeat 
business and eliminate all 
price competition. 


Customers are guaranteed 
better service when they 
use TRICO powder-packed 
fuses because each renewal 
is custom-built for maximum 
performance. 


TRICO'S "Thru the Whole- 
saler policy jprotects your 
interests — and PROFITS 


— year after year. 


For Prestige — For Profit 
SELL TRICO 


Get complete details from your TRICO 
Representative or write 


Trico Fuse Mfg. Co., Milwaukee, Wis. 


TRICO AS 


STOP WASTED KILOWATTS AND WASTEFUL SHUTDOWNS 







































MULTI 


LIGHTING UNITS 


NEED NO INTRODUCTION 
TO PIONEER WHOLESALERS 





Industrial Fixture 









For years 
you Whole- 
salers have 
been sell- 
ing Multi 
Lighting 
Units be- 
cause they’re profitable—they‘re nec- 
essary — they’re desirable — they’re in 
demand. Today we'd like to tell you 
that we appreciate the part you've 
had in helping us to serve this great 
industry. There is even greater op- 
portunity ahead for a continuance of 
our fine business relations—best wishes 
for our mutual success. 


MULTI ELECTRICAL 
MANUFACTURING CO. 


1840 W. 14th St. Chicago, Ill. 


Two-Piece Dome 











96 


vapor units, outdoor weatherproof fix- 
tures, dustproof fixtures, flood lights, 
spot lights and other lighting equipment. 
Also receptacles, sockets, connectors, fuse 
holders, lugs, ground clamps, bushings, 


| cutouts, and other wiring devices. 


Vv 
Linestarters—WV estinghouse Elec. & 
Mfg. Co., East Pittsburgh, Pa. Pamph- 
let No. B.2131 gives installation and op- 
erating costs, compactness, and safety 
of Westinghouse combination linestart- 
ers, combining the “De-ion” Linestarter 
and the Nofuze “De-ion” circuitbreaker. 


v 
Mining Cable—Hazard Insulated Wire 
Works Div., Okonite Co., Wilkes-Barre, 
Pa. Catalog No. 179 covers various 
types of electrical wires and cables used 
in the mining industry, such as mold 
cured rubber jacketed cables, borehole 
and shaft power cables, and power cables 
for use inside the mines. Instructions 
for splicing rubber jacketed cables, non- 
metallic armored cables and other types 
of cables are given, together with a 
number of interesting and useful tables. 


v 


Motor Applications—Louis Allis Co., 
Milwaukee, Wis. Their Motor Appli- 
cation Chart lists 26 different types of 
motors and checks the proper type of 


motor recommended for about 50 
standard applications. Also analyzes 
| the starting, maximum and full load 
torque characteristics of these motors; 


speed regulation; per cent of slip, and 
other information compiled for ready 
reference. 


Panelboards & Cabinets—Frank Adam 
Elec. Co., St. Louis. A.I.A. File No. 214 
is a 16-page bulletin listing the various 
types of F A Dublbrak circuit breaker 
panelboards. Listings are arranged with 
pictures of the units opposite to sim- 
plify the selection of the particular ty 
of unit required for the installation under 
consideration. Details of the constr 
tion, specifications and a list of dist: 
representatives are also given. 


v 


Switches—Metropolitan Device Cor 

1250 Atlantic Ave., Brooklyn, N. ; 
Their new Murray Switch catalog illus- 
trates and gives specifications on safet 
switches, fuse meter service and entrance 
switches, range and loadside switches, 
distribution devices, transformer meter- 
ing and testing equipment, and wiring 
accessories. 

Vv 


Take-Up Reels—Appleton Elec. C 

1701 Wellington Ave., Chicago. A 52 
page bulletin on their automatic take-up 
reels for electric cable and air hose. In 
formation given enables the user to de- 
termine the proper type of reel accord 
ing to requirements. 


v 


Ventilating Equipment—Kisco Co., Inc., 


39th & Chouteau, St. Louis. “There's 
Money in Circulation for You” is the titl 
of the photo-manual describing cooling 
and ventilating equipment. It analyzes 
various problems of air recirculation and 
cooling, and the operation of their Circu 


lair and Cool-Circle-Ator units, also their 





HOW TO KILL A SALE 


THIS LOOKS PREITY 

GOOD TO ME- PRKE 
1S OKAY, WHAT 
DELIVERY YOU 


<a MAKING 2 
3aI23N9 |. 
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line of exhausters, and ventilating equip- | 
Illustrations show units in actual 
ise, and there are suggestions for new 
narkets for cooling and ventilating sales. 


ment. 





The Early Pioneers 
Their Contribution 


CONTINUED FROM PAGE 28 


among all those presented in Wash- 
ington. It was a headache. But 
it was also a valiant effort that in 
time—with practice—could have be- 
come a safe, sane system of control. 
And it was only possible because 
this group of men was old in or- 
ganizing experience and in industry 
building. 

They were still building, and with 
a spirit of fine fellowship and co- 
operation grown strong out of this 
background of accomplishment. And 
it is a proud testimonial to those 
good men who managed this elec- 
trical wholesaling business of ours, 
that in the ensuing years of blood 
and tears no important house in 
all this land went bankrupt and 
closed down. The industry has 
weathered the depression with a 
brilliant record. It is amazing to 
consider how many of the old com- 
panies have seen the full cycle of 
electrical development and are still 
serving the modern market with 
full vigor. 





Changed With Times 


This was not an accident. These 
early pioneers set themselves a task 

-to provide materials to nourish 
the growth of a rapidly expanding 
industry, geared to a fast evolving 
art. And they changed with the 
times and kept young. 

They have done well 
early and these later pioneers. We 
do well to honor them this month 
at old Hot Springs. That’s where 
they met year after year and plan- 
ned and fought and worked and 
played. They are returning not 
only for a reunion of old friends, 
a recounting of old memories, but 
for more than that. Their knowl- 
edge of this industry is wide and 
deep. The year will afford no finer 
opportunity for the younger men 
now taking over than to counsel 
vith these pioneers on present prob- 
lems. It is the same old industry, 
the same old human nature in 
the market-place. Only conditions 
change. 


-those 








SIGNAL DRILLS 
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Surprising as it may seem to you Signal Drills are over the counter items 








—jobber-to-dealer, and dealer-to-user. The margin is there. 











Signal Drills sell themselves because of their evident quality and modest 











prices. They are drills well known too for their dependable performance 
and unusually low upkeep cost. 

















SIGNALELECTRIC MFG.CO. 
MENOMINEE, MICHIGAN 


Offices in principal cities 


WHY NOT? Have Your Personal 


Accident and Health Insurance with 


Eastern Commercial Travelers Associations 


No Agents . No Branch Offices 
MASSACHUSETTS CO., INC. 1894 


ACCIDENT POLICY PAYS 





















































Mutual Company @ 























HEALTH POLICY PAYS 














Accidental Death Weekly Disability $25.00 Per Week F — 7 adhe 
a or Confining or Non-Confining 
$5,000—$10,000 $25.00—$50.00 > = ar rr a 





Estimated Annual Cost $15.00 





Estimated Annual Cost $18.00 

















PAYS WHILE YOU ARE LAID UP... 
W——— PAYS FROM THE FIRST DAY’S DISABILITY 
PAYS DOUBLE BENEFITS ON TRAINS .. . 


No policy is cancelled, rates increased, or 
benefits reduced on account of age! 


Send the Coupon 


TODAY! 
































JOHN S. WHITTEMORE, Secy-Treas. 
Eastern Commercial Travelers Associations 
80 Federal Street, Boston 








Without obligation, please send complete information and 
application for membership to 
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